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In the years just ahead, teaching 
methods will advance measurably 
through the use of new visual and 
mechanical aids to education to 
meet the requirements of a more 
enlightened public in a more 
technological age. 


Your education's not complete until you've seen Ohio National Life’s 1957 Rate Book. 

Take term coverages for instance. More than 30 different plans and riders, and each one cost competitive 
in every respect. Plans like these, designed for specific needs and situations, give 

Ohio National Life representatives the advantage of a complete portfolio. 


10, 15, 20 Year Mul- 
tiple Protection Rider 
(Non Par). 


Essentially level term coverage with 20% extra first 
3 years—each unit $1200 initially . . . $1000 after 
3 years. 


OHIO NATIONAL LIFE Term Coverages 


Guaranteed conversion at either original or attained 
age. Low guaranteed premium. Will write up to 3 
units per $1,000 of basic insurance. Issued sub- 
standard, same basis as convertible term plans. 





10, 15,20 Year Family 
Income Rider. Family 
Security Rider (Bene- 
fits to Ins. Age 65.) 


1 Unit attached to $1,000 provides $10 per month 
from date of death to end of income period. 


Any desired percentage of basic policy proceeds may 
be paid at time of death... balance at end of income 
period. Will write up to $25 per month income per 
$1000 basic policy. Any desired number of units 
available up to this maximum. Commuted value may 
be applied under another settlement option. 





Mortgage Protection 


Available either as term rider or as basic plan of 
insurance for 10, 15, 20, 25 and 30 year mortgages. 
Designed specifically for the big monthly amortized 
mortgage market. 


Ratio of initial rider insurance to basic may be either 
3:1, 2:1, or 1:1. Rider coverage non-par. Basic (par) 
plans $5,000 minimum initial amount. 





5, 10, 15 Year Non- 
renewable Term 


($2,500 Min.) 


Convertible at original or attained age. 


Wide range of issue ages. Available for some 
physical impairments up to Table B. 





Term to Age 65 
($3,000 Min.) 


Convertible at original or attained age. 


Convertible to age 60. 





5 Year Renewable 
Term ($2,500 Min.) 


Convertible at origina! or attained age. 


Renewable to age 65. Convertible to age 60. 





5, 10, 15 Year Non- 
renewable Term 
($2,500 Min.) 





Non-convertible. 





Available for some physical impairments up to Table D. 
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Additional Features: 


Premiums waived on disability of father. 
Term insurance on mother and children paid up on 
death of father. 


Additional insurance on father and mother for 
accidental death. 


Annual Dividends. . 
Privilege. 
Optional Riders on Father’s Life: 


FAMILY INCOME Available at issue for 10, 15, 20, 25 
years or to age 65. 


. Cash Values . . . Conversion 





OR 


SUPPLEMENTAL LEVEL TERM Available at issue for 10, 
15, 20 years or to age 65. 


For full information about the outstanding new profit oppor- 
tunities in Family Plan sales, call your nearest STATE 
MUTUAL agency office — or mail the handy coupon — today. 


& 


STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 





Those who direct STATE MUTUAL agencies operate under ” PAD’ (Planned Agency 
Development) — a newand unique compensation system and agency building program. 








INSURES THE 
WHOLE FAMILY 


Each Family Plan 
Unit Covers: 


FATHER 


$5,000 Whole Life, increased after 
mother’s death by $1,250 Term 
insurance to his age 65, and 


MOTHER 


$1,250 Term, if mother is same 
age as father — more if she’s 
younger, less if older — to father’s 
age 65, and 


EACH CHILD 


$1,000 Term to age 25, or father’s 
age 65 if earlier. Convertible. 
$250 on death before age 6 months. 


Units available: 1, 14, 2, 2%, or 3. 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
Worcester, Massachusetts 


Please rush full details about your new low cost 


Family Plan policy. 


Company 


Street.......... 


Co 
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All-Out Fight On 


Inflation Urged By 
Ecker In ALC Talk 


Failure To Resist Will Let 
It Change From Creeping 
To Galloping Variety 


Warning against the mental attitude 
that regards inflation as inevitable, 
President Frederic 
W. Ecker of Met- 
ropolitan Life 
urged his audience 
at the annual 
meeting of Amer- 
ican Life Conven- 
tion in Chicago to 
do all in their 
power to change 
the trend. _ 
“Unfortunately, 
_if no one fights 
this thing, it will 
continue and _ it 
will change from a creeping inflation 
to a galloping one,” he said. “That is 
the history of the past. So far, we have 
not had an inflation psychology in this 
country. If we ever do, Heaven help 
us, for the American people can move 
awfully fast. No one wants inflation; 
no one really benefits from inflation. 
In the long run, everyone, with the pos- 
sible exception of a few speculators, is 
hurt by it. 





Frederic W. Ecker 


“Therefore, should we not instead 
of riding with this wind, do all 
within our power to change the trend? 
The present advertising program of 
the Institute of Life Insurance is an 
attempt to do just that. Certainly, no 
one has a bigger stake in it than we in 
the life insurance business.” 

Mr. Ecker said that businessmen 
who think further inflation is inevit- 
able predicate their position on these 
four grounds: 

1. “Inflation has been going on now 
ever since the war. That’s the pattern, 
prices are bound to be higher in the 
future.” 

2.“Some economists tell us that if we 
want full employment we have to take 
creeping inflation along with it, and 
after all, it certainly hasn’t done me 
harm over the last 10 years.” 

3. “If business turns down, govern- 
ment knows so much about controlling 
the economy these days that those in 
Washington can, and will, quickly re- 
verse the trend—you know, make mon- 
ey easy, reduce taxes, operate the 
government at a deficit, inflate things 
till business gets going again.” 

e . e 
4. “Trade unions are so strong these 


Two Former Texas 
Commissioners Are 
Indicted For Perjury 


The Dallas county grand jury has 
returned an indictment against Ben- 
Jack Cage, former president of ICT on 
charges of bribing two former chair- 
men of the Texas board of insurance 
commissioners. Perjury indictments 
were returned against J. Byron Saun- 
ders and Garland A. Smith, the for- 
mer commission chairmen, and Max 
W. Rychlik, Mr. Smith’s son-in-law. 

Concurrently it was announced by 
President Theo. P. Beasley of Re- 
public National Life that the resigna- 
tion of Mr. Saunders as vice-president 
and general counsel had been accepted, 
effective immediately. Mr. Saunders 
had joined Republic National Jan. 1 
after resigning as commissioner. 

Mr. Saunders faces two counts of 
perjury. One alleges that he swore 
falsely about an oil royalty deed for 
which, he said, Mr. Cage paid him 
$7,000 through ICT Discount Corp., 
the royalty interest being the sole con- 
sideration for the payment. The sec- 
ond indictment alleges that Mr. Saun- 
ders failed to tell the truth about 
three $300 checks for “legal services” 
which he received from Atlas Alarm 
Corp. and Triangle Research & Ad- 
vertising Co., affiliates of ICT. 

The indictment against Mr. Smith 
alleges that he perjured himself at 
a house committee hearing last March 
when he said “he didn’t think he had 
been any friendlier or shown any more 
consideration to ICT” because of pay- 
ments made by Mr. Cage to his son- 
in-law or because of gifts he received. 
Mr. Rychlik was indicted for failing to 
tell of an additional $9,800 he had 
received from the Cage enterprises. 

One of the indictments against Mr. 
Cage charges him with bribing Mr. 
Saunders in order to obtain favorable 
treatment of ICT affairs by the Texas 
department. The second accuses him 
of bribing Mr. Smith through pay- 
ments to Mr. Rychlik in order to ob- 
tain a charter for Guardian Life of 
South Dakota. 

The downfall of the Cage empire, 
the cornerstone of which was ICT, 
an insurer financed by selling stock to 
labor union members, has been a spec- 
tacular one in the worst tradition of 
recent Texas insurance debacles. 

Mr. Cage disappeared to South 

(CONTINUED ON PAGE 40) 


Western & Southern 
Buys Texas Pru; Its 


4th Recent Purchase 

Western & Southern Life is buying 
control of Texas Prudential of Galves- 
ton, its fourth recent expansion move. 
Western & Southern acquired control 
of Life of Missouri in 1956 and of Im- 
perial Life cf Asheville, N. C., earlier 
this year. In recent weeks the company 
approved a merger proposal for assum- 
ing control of Guaranty Union Life of 
Beverly Hills, Cal. 

William C. Safford, president of 
Western & Southern, said assets of 
Texas Prudential exceed $33 million 
and the company has insurance in force 
of $250 million, including ordinary and 
industrial. The Texas company will be 
operated as a southwest division of the 
Western & Southern with headquarters 
at Galveston. Similar operational pro- 
cedures were followed in the acquisi- 
tion of Life of Missouri, Imperial Life, 
and Guaranty Union. When the latest 
expansion moves of Western & South- 
ern are completed, the company will 
have $4 billion of insurance in force 
and total assets of $820 million, putting 
it among the 19 largest life companies 
in the U.S. Price paid for the Texas 
Prudential stock was reported to be 
$45 a share. The purchase was hand- 
led by Kidder, Peabody & Co., New 
York investment brokerage firm. 

Guaranty Union held a press con- 
ference in Los Angeles last week to an- 
nounce approval of its merger with 
Western & Southern and said a meet- 
ing of its policyholders will be held 
Nov. 14 to consider and vote on the 
merger. Since Guaranty Union is a mu- 
tual, its absorption by Western & 
Southern is a merger, while the other 
three transactions involved stock 
purchases. 


Allstate To Sell 
Ordinary Life Plans 
By Payroll Deduction 


Allstate Life has adopted a plan of 
selling individual life policies under a 
company payroll deduction plan. Em- 
ployes of cooperating companies will 
have the premiums deducted from 
their salary for various types of poli- 
cies, including whole life, endowment, 
retirement, or mortgage cancellation 
plans. The payroll deduction plan will 
be introduced initially to employes of 
Sears Roebuck & Co., owner of All- 
state, and Allstate Ins. Co., parent 
organization of the new life company. 








Late News Bulletins... 








Mutual Benefit Plans 2 More New Buildings 


Insurers Oppose 
Paying Claims In 
Communist Areas 


Insurance Lawyers Discuss 
Treasury Rule And Danisch 
Case Before Senate Probers 


By JOHN B. LAWRENCE Jr. 


NEW YORK—In the interests of 
the public, life insurance companies 
have an obligation to make certain that 
policy payments owed beneficiaries in 
the Iron Curtain countries reach the 
right people and do not fall into com- 
munist hands. 

This was stressed by several insur- 
ance company lawyers who testified 
before the U. S. Senate internal secur- 
ity subcommittee of the judiciary com- 
mittee at a 2-hour hearing in the fed- 
eral courthouse here. In its current 
investigation of economic warfare, the 
subcommittee is looking into apparent 
communist attempts to obtain life pol- 
icy proceeds due beneficiaries behind 
the Iron Curtain. Sen. Olin D. John- 
ston, Democrat, of South Carolina, pre- 
sided at the hearing. 

Life companies have a legal and 
moral obligation to see that the right 
people ultimately receive payments 
which the companies are holding at 
interest, Daniel Reidy, vice-president 
and counsel of Guardian Life, asserted. 
The problem is to prevent the money 
from falling into Red hands. 

A U. S. Treasury Department regu- 
lation prohibits payment of govern- 
ment funds, such as social security 
and National Service life proceeds, to 
persons in Russia, Hungary, Czecho- 
slovakia, Rumania, Latvia, Estonia, 
Lithuania, Albania, Bulgaria, Red Chi- 
na, East Germany and the Soviet- 
occupied sector of Berlin. 

Although the rule affects govern- 
ment and not private funds, life com- 
panies also have refused to make pay- 
ments to persons residing in countries 
on the list. The insurers, like the gov- 
ernment, feel they have no assurances 
that the money will reach the rightful 
beneficiaries—and not the communists. 

Poland was on the banned list until 
June 27, when it was removed in line 
with the recognition of Polish national 
communism as opposed to soviet com- 
munism. 

Some of the lawyers told Sen. John- 
ston that this change threatens to 
strengthen insurance claims from Iron 
Curtain countries, particularly Poland. 
Even if the payments did reach Polish 
nationals, the unfavorable exchange 
rate and high inheritance taxes would 
reduce the amounts greatly. 

The Danisch vs. Guardian Life case. 


which is being watched closely by 
insurance attorneys, was discussed in 
considerable detail. Rev. Theodore A. 
Krupka, a Roman Catholic priest who 
died in 1951 at Breckenridge, Minn., 
named several relatives in the U. S. 
and 11 kin in Poland as beneficiaries. 
Guardian paid the proceeds to the 
U. S. residents but has not paid about 
$20,000 to those in Poland. The lawsuit 
(CONTINUED ON PAGE 39) 


Mutual Benefit Life, now constructing four buildings in Newark, has acquired 
two additional sites for office structures. A 12-story building will be put up for 
a national firm at Broad and Fulton streets on one site. A 15-story office struc- 
ture will be constructed at Washington and Broad streets, the other new site, 
when the tenants have been secured. Chairman W. Paul Stillman revealed the 
new developments at the dedication of the new 20-story home office, which has 
just been occupied by the company. Adjoining the home office are a 6-story 
building housing the New Jersey Blue Cross and Blue Shield plans and a 
3-level, 1,200-car garage. Another 6-story building is under construction across 
the street. Mutual Benefit reversed a trend in Newark by moving from the 
edge of the city to the downtown section. 


days that they will unquestionably con- 
tinue to demand constant increases in 
pay irrespective of increases in pro- 
ductivity.” 

“All of these statements,” said Mr. 
Ecker, “sound logical and one must 
recognize that business men are 
trained to be realistic. Some probably 
feel they are not true to their code if 
they do not say, ‘Well, irrespective of 

(CONTINUED ON PAGE 40) 
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Ask IRS To Consider 
Guaranteed A&S, Life 


Reserves As Same 


WASHINGTON—American Life 
Convention and Life Insurance Assn. 
of America have asked Internal Rev- 
enue Service to rule that reserves on 
guaranteed renewable A&S _ policies 
under which the company reserves 
the right to change the premiums on a 
class basis be considered “life insur- 
ance reserves” for federal tax pur- 
poses, 

The reserves on guaranteed renew- 
able A&S policies with the right to 
change the table of premiums are in 
all respects similar to the reserves 
for life policies as well as those for 
guaranteed renewable policies with 
fixed premiums, and should be taxed 
accordingly, ALC and LIA said. 

Guaranteed renewable’ contracts 
have been issued in increasing quan- 
tity in recent years because of a grow- 
ing consciousness by government and 
insurance people of the need to ex- 
tend A&S coverage and to improve 
and expand benefits, particularly for 
people at older ages, on a level pre- 
mium basis. Many companies have 
concluded that the most equitable sol- 
ution would be to guarantee renewal 
and adopt a level premium approach 
but with a right to change premium 
on a class rather than an individual 
basis. There is obvious safety and 


equity to policyholders in a _ policy 
with premiums capable of change by 
class. These policies have met with 
popular acceptance and are being sold 
in increasing volume. 

Such policies are on a premium ba- 
sis similar to life insurance. They are 
long-term obligations. Their rates an- 
ticipate a normal increase in morbid- 
ity and the maintenance of reserves 
which are required as a consequence. 
The company retains the right to ad- 
just remiupms, not to offset the nor- 
mal and expected increased risk with 
advancing age, but solely as a protec- 
tion against unpredictable factors 
which might affect costs. Hence, re- 
serves and interest to maintain them 
are required in connection with such 
contracts, as in the case of life insur- 
ance. Such reserves are required by 
state authorities. 

The association pointed out that 
these policies thus meet each of the 
four tests of the internal revenue code 
regarding life insurance reserves, but 
that IRS had imposed a further test 
not contained in the code regarding 
the payment of premiums. 

Discussing the earlier IRS ruling 
that guaranteed renewable policies 
with the right to change premiums on 
a class basis do not carry a specified 
premium and thus should not qualify 
for life insurance reserve tax treat- 
ment, ALC and LIA stated that, in 
the acts of 1942 and 1955, Congress in- 
tended the question of tax treatment 
to turn on whether or not the insur- 
ance requires reserves, and not the 
nature of the premium. 
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MORE MERCHANDISING . . .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 
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There are several additional reasons 
why the term specified premium 
should not be interpreted to exclude 
the reserves on the policies under 
consideration from the statutory def- 
inition of life insurance reserves, ALC 
and LIA said. First, these policies had 
not been developed at the time the 
1942 act and the regulations were writ- 
ten. Consequently, neither Congress 
nor Internal Revenue Service could 
have had this type of insurance in 
mind. 

Second, the life insurance company 
tax act for 1955 reinforces the conclu- 
sion that the reserves on these pol- 
icies should be considered as life in- 
surance reserves for income tax pur- 
poses. This act separates life insur- 
ance taxable income from non-life in- 
surance taxable income and_ bases 
both determinations on a _ distinction 
between life insurance reserves and 
non-life insurance reserves. Neither 
the act nor the Congressional reports 
relating to it contain any reference to 
specified premium. It is thus clear 
that Congress intended to rest the en- 
tire determination on the reserve fac- 
tor, the associations said. 





Section Of Texas Life 
Convention To Meet 


The associate section of Texas Life 
Convention will meet at the Statler- 
Hilton hotel, Dallas, Oct. 25. Speakers 
will include A. B. Levy, training di- 
rector of Texas Bank & Trust Co., 
who will discuss “Creative Thinking 
for Brainstorming,’ and Charles H. 
Connally, associate actuary of South- 
western Life, “Recent Developments 
in Rate Structure.” Dawson Sterling, 
Southwestern Life, and Robert R. 
Jackson, Republic National Life, are 
chairman and vice-chairman of the 
section, respectively. T. K. Williams, 
Republic National Life, is program 
chairman. 

A panel discussion on “How to Im- 
prove Persistency” will include Don 
Pratt, American General Life; Russell 
Corbell, Amicable Life; Merle Hart- 
wig, Century Life of Fort Worth, and 
Herman Otto, Southland Life. Moder- 
ator will be Will W. Jackson Jr., Gi- 
braltar Life. 

Other speakers discussing new com- 
pany developments will be Jon 
Thomas, Republic National Life, “A 
Training Program for Supervisors;” 
Leon Ellsworth, Southwestern Life, 
“Work Measurement,” and R. F. 
Woods, Great American’ Reserve, 
“Cheaper By the Dozen.” 





Credit Insurance Rules 
Are Adopted In N.C. 


Commissioner Gold of North Caro- 
lina has adopted regulations covering 
credit insurance written in connection 
with installment sales. They will re- 
quire the agent to furnish insured 
with a statement showing all coverages 
and itemizing the premium charges. 

The regulations are effective Sept. 
26. However, Mr. Gold has given the 
companies involved in writing the cov- 
erages until Dec. 1 to furnish agents 
with a “statement of coverages” form 
which must be first approved by his 
department. 

Mr. Gold also approved a regulation 
providing that a lien holder may re- 
quire insurance against the loss of 
personal property pledged as security 
against indebtedness, but has no right 
to compel the purchaser to buy any 
other line, other than in small loans. 
Life and A&S may be sold on a vol- 
untary basis, however. All charts 
which include insurance premiums 
shall separate premium charges and 
no package deals may be required of 
the borrower, he said. 


==. 
———. 


Escalator Clause In 
OASI Sounds Fair But 
Is Dangerous: Adams 


The National Underwriter has Te- 
ceived the following letter from Presi- 
dent Albert C. Adams of Nationa) 
Assn. of Life Underwriters. Mr. 
Adams, general agent of John Hancock 
at Philadelphia, has been chairman of 
the NALU social security committee. 

I note in your Sept. 20 issue an 
article regarding Harold N. Sloane and 
his recommendation to Rep. Edwin B. 
Dooley in connection with social se- 
curity. 

I am inclined to say that while his 
idea sounds fair, it contains the seeq 
of a very dangerous procedure, My 
point is that such a change in the law 
would be quite easy to pass; however, 
I shudder to think of what would hap- 
pen should the cost of living go down 
and Congress attempt to reduce the 
payments. 

Too many people believe that they 
are buying their own benefits. As an 
example, one of the speakers in De- 
troit said that she tells her prospects, 
“And then, of course, John, you have 
your social security. Now as you know, 
244% of what you are earning igs 
being deducted from your salary each 
payday. Now, John, you may or may 
not know that the X Company matches 
that figure. So actually, John, in Spite 
of yourself, you are saving 41% 
of what you are earning because that 
amount is being sent to the social se- 
curity administration and is being de- 
posited to your account. There it is 
left to grow month after month, year 
after year. Then when you are 65 
years of age, it is then returned to you 
in the form of a lifetime income.” 





To Discuss Forecasting 
At Research Conference 


Thirty-five research and sales ex- 
ecutives of the life insurance industry 
will attend a research conference Oct. 
15 at New England Life’s home office 
on “Forecasting in the Life Insurance 
Industry.” . 

George T. Conklin Jr., vice-presi- 
dent of Guardian Life and chairman 
of LIAMA’s market subcommittee, will 
preside. President O. Kelley Anderson 
and Richard M. Alt, research director 
of New England Life, will be hosts. 

Speakers and their subjects will in- 
clude Charles B. Laing, vice-presi- 
dent of Prudential, “How Can Man- 
agement Decisions be Improved by 
Forecasting?;” Robert Rennie, vice- 
president of Nationwide Life, “Eval- 
uation of Technical Methods in Fore- 
casting,” and Jay M. Gould, managing 
director of Market Statistic, Inc., “Es- 
timation of Territorial Sales Poten- 
tials.” 


Southeastern Actuaries 
To Meet Oct. 31-Nov. 1 


Pearce Shepherd, vice-president and 
actuary of Prudential and public re- 
lations chairman of Society of Acu- 
aries, will address Southeastern Actu- 
aries at the fall meeting, Oct. 31-Nov. 
1, at Dinkler-Plaza hotel in Atlanta. 

The program will cover such topics 
as: Special methods of ordinary premi- 
um collection—pre-authorized checks, 
bank drafts, post-dated checks; prob- 
lems incident to the issue of large 
ordinary policies; split-dollar and bank 
loan plans; monthly debit insurance; 
trends in monthly and weekly debit 
accident and health insurance; trends 
in major medical insurance; valuation 
of and accounting for coupons and re- 
turn premium benefits; and_ interest 
earnings. 
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Oppose FTC Plea For 
Review By Court Of 
Natl. Casualty Case 


WASHINGTON—National Casualty 
has filed a brief opposing Federal 
Trade Commission’s petition to U. S. 
Supreme Court for a review of the 
decision favoring the company ren- 
dered by federal sixth circuit court 
of appeals at Cincinnati. FTC has ac- 
cused the company of deceptive A&S 
advertising. 

The appeals court judgment, en- 
tered June 6, is correct and conforms 
with applicable decisions of U. S. Su- 
preme Court and appeals courts of 
other circuits and does not conflict 
with any other decision so as to war- 
rant further review of the case, Na- 
tional Casualty’s brief maintained. 
The sixth circuit court ruled that un- 
der the McCarran act FTC lacks juris- 
diction to regulate the company’s ad- 
vertising practices in states where the 
practices are regulated by state law. 

The brief points to the Supreme 
Court decision in Prudential vs Ben- 
jamin and Wilburn Boat Co. vs Fire- 
man’s Fund. The court held in both 
cases that the intent of the McCarran 
act was to leave insurance regulation 
with the states. The courts of appeals 
have acted with complete unanimity 
with the Supreme Court decisions by 
holding that under the McCarran act 
the regulation of insurance reposes 
in the states and that in states which 
have adopted regulations the Sherman, 
Clayton and Federal Trade Commis- 
sion acts are not applicable. 

The brief cited North Little Rock 
Transportation Co. vs Casualty Recip- 
rocal Exchange, in which the eighth 
circuit appeals court held that since 
Arkansas law regulated the fixing of 
rates the Sherman act was not appli- 
cable. It noted that the ninth circuit 
court, in Crafts vs FTC, ruled that 
the commission’s power over insurance 
advertising is limited under the Mc- 
Carran act. It pointed out that the 
fifth circuit court, in American Hos- 
pital & Life vs FTC, rendered its de- 
cision on the identical issue involved 
in the National Casualty case, holding 
that under the McCarran act the com- 
mission was without jurisdiction to 
regulate insurance advertising in 
states which have enacted laws reg- 
ulating deceptive advertising. 
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FTC has applied for writs of cer- 
tiorari in Crafts vs FTC and in Amer- 
ican Hospital & Life vs FTC, decided 
by the appeals courts last Feb. 27 and 
April 9, respectively. 

The decisions of the courts in the 
National Casualty case are in accord 
with statements made by Mr. McCar- 
ran and Mr. Ferguson and others dur- 
ing the debates on the McCarran act, 
the brief asserted. 

National Casualty, licensed in all 
states and District of Columbia, point- 
ed out that all its insurance is sold by 
resident agents who are licensed by 
the states in which they sell. No pol- 
icles are sold by direct mail. Adver- 
tising material is furnished by the 
company to agents who distribute it 
locally or sometimes have the com- 
pany mail it for them. Most jurisdic- 
tions have statutes extensively regu- 
lating advertising, while others reg- 
ulate less extensively. 

_FTC, having held by a 3-to-2 deci- 
Sion that it had jurisdiction over the 
company’s advertising in all states ex- 
cept Michigan irrespective of the ex- 
istence of state regulatory laws, found 


.it unnecessary to make any finding 


as to whether there were any juris- 

ictions in which the company sold 
insurance which did not have such 
statutes, the brief said. National Cas- 
ualty is a Michigan corporation with 
its principal office in Detroit. 


Pacific Mutual Adopts 
Automatic Check Plan 


Pacific Mutual Life has inaugurated 
the automatic check plan under the 
name of “Uni-Check Plan.” Ralph J. 
Walker, vice-president, said the use 
of the plan will save policyholders 
approximately 3% under present 
monthly life insurance premiums. 








Hancock President Visits 


Minneapolis, St. Paul 


Byron K. Elliott made his first trip 
to the Twin Cities early this week as 
president of John Hancock. He visited 
with agents of Minneapolis and St. 
Paul at a luncheon meeting Monday at 
the Leamington hotel. Mr. Elliott was 
accompanied by Frank B. Maher, vice- 
president of district agencies, and 
Matthew C. MacFadden, regional di- 
rector of agencies, Chicago. 


N. Y. Bars Licenses 
To Agents Selling To 
Firms They Control 


New York State Assn. of Life Un- 
derwriters has informed its local as- 
sociations that it has received a new 
interpretation of the insurance law 
tightening agent licensing require- 
ments. 

Joseph N. Desmon, general agent of 
Continental Assurance at Buffalo and 
president of the association, said the 
interpretation will affect primarily the 
applicant who applies for a life in- 
surance license for the sole purpose of 
receiving a commission on _ business 
written on the executives of a firm in 
which he is the principal owner. 

In the past, there has been nothing 
but an ethical practice which would 
prohibit a substantial policyholder 
from getting his own license to write 
his own business. There has existed 
for many years, however, the rebating 
statute which prohibits a person 
from getting a license and then re- 
turning part of the commission to the 
insured. Section 209 of the New York 
insurance law prohibits the offering 


of anything of value to insured, di- 
rectly or indirectly, other than what is 
contained in the provisions of the pol- 
icy. 

Mr. Desmon pointed out that chap- 
ter 414 of the 1957 laws applies to 
agents when more. than 10% of the 
aggregate net commissions earned re- 
sult from the sale of insurance on the 
spouse or on risks of a corporation in . 
which the agent or his spouse, or both, 
own more than 50% of the stock. 
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The state association has been noti- 
fied by the New York department that 
it has construed a new amendment to 
section 114, giving the superintendent 
authority to refuse to issue a license 
or to revoke an existing license un- 
der circumstances not previously au- 
thorized. 

The association was aware when 
the legislature was considering this 
proposal that it was designed to cover 
property risks, mainly on real estate 
corporations, conditional sales agree- 
ments and agents doing a casualty or 
brokerage business. The application of 
the law also applies to life agents, Mr. 
Desmon emphasized. 






















Group Insurance Plans 


Are Not Alike 


plans. 


The 


Low net-cost, morale-building 
coverages, and simplified adminis- 
tration! These are some of the ad- 


vantages of LNL’s Group insurance 


And they’re additional reasons, 
too, for our proud claim that LNL 


is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Jts Name Indicates Its Character 
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National Life Of Vt. 
Breaks Ground For New 
Home Office Building 


National Life of Vermont held 
ground-breaking ceremonies to signal 
the start of construction of its new 
home office at Montpelier. 

President Deane C. Davis told an 
audience of 700 that when the 5-story 
building is completed late in 1959 or 
early 1960 it will stand as a symbol 
of service to more than a million per- 
sons covered by National Life poli- 
cies representing a total volume today 
of nearly $2 billion. In recalling the 
company’s birth at Montpelier in 1850, 
he said National Life has drawn much 
of its strength, personality and char- 
acter from its Vermont environment. 

Ten buses were hired to transport 
the 500-member home office staff to 
the site of the new building on a 
wooded bluff facing the state capitol. 
Mayor Edward F. Knapp of Montpel- 
ier said the city’s identity as the home 
of National Life equals its fame as 
the capital of Vermont. 

As Mr. Davis told about Dr. Julius 
Y. Dewey, the Vermont country doc- 
tor who founded the company, a 
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President Deane 
C. Davis of Nation- 
al Life of Vermont 
(left) and Mayor 
Edward F. Knapp 
of Montpelier are 
shown at the con- 
trols of a bulldozer 
at ground-breaking 
ceremonies for the 
new home office on 
a wooded bluff 
facing the state 
capitol. An audi- 
ence of 700, includ- 


ing 500 home office employes, looked on. When completed late in 1959 or early 
1960, the building will be the largest office structure in Vermont. It will ac- 


commodate 1,000 employes. 





horseman dressed to depict the doctor 
rode around the gathering. 

Mr. Davis and Mayor Knapp operat- 
ed a bulldozer to break ground for the 
new building which will accommodate 
1,000 employes. Eleven agents repre- 
senting the field force from all sec- 
tions of the country used spades to 
break ground on behalf of 500 col- 
leagues. The agents were Thomas A. 
Noland, Chicago; Francis T. Fenn Jr. 
and William H. Connelly, Hartford; 














$36,563 of Annual C & R at 5.47 a thousand 
$30,030 of 5 Year C & R at 6.66 a thousand 
$26,738 of 10 Year C & R at 7.48 a thousand 
$34,305 of 5 Year Conv. at 5.83 a thousand 
$30,120 of 10 Year Conv. at 6.64 a thousand 


Waere else can you buy so much protection i 


$200? 


"A Star in the West...’ * 






HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 


if This Were 
Your $200... 


. . . to spend yearly for life insurance protection 
for your family, what should you buy? 


Naturally, it depends on your needs. But if you 
need protection first—and most people do—the 
answer is one of Occidental’s level term plans with 
their greatly reduced rates. For example, a man, 
age 35, can buy for a $200 annual premium: 








Elliot L. Hass, Earl Hollingsworth Jr. 
and James L. Erb, Atlanta; Raymond 
H. Sponberg, Minneapolis; Richard L. 
Godine, Baltimore; Andrew A. Will- 
iams Jr., Dallas; Theodore M. Stone, 
Boston, and R. Roy Casey, Albany. 

Special guests introduced by the 
master of ceremonies Clyde R. Wel- 
man, agency vice-president, were 
chairman Ernest M. Hopkins; John H. 
Patrick and Robert S. Gillette, direc- 
tors; E. S. Brigham, former president; 
Thomas F. Gilbane, president of Gil- 
bane Building Co. of Providence, and 
Maurice A. Berry of Hoyle, Doran & 
Berry of Boston, general contractor 
and architect, respectively. 





Matson, Pacific National 
Boards Approve Merger 


Merger of Pacific National Life of 
Salt Lake City and Matson Assurance 
of San Francisco, was approved last 
week by directors of both companies. 
Stockholders of each company will be 
asked to approve the boards’ action 
in meetings Nov. 4 at San Francisco and 
Salt Lake City. 

The name of the new company, a 
California corporation, will be Pacific 
National Life. Matson Navigation Co., 
owner of Matson Assurance, purchased 
93% of the outstanding Pacific Na- 
tional stock earlier this year. This was 
reported in THE NATIONAL UNDER- 
WRITER previously. 

The merged company will have near- 
ly $300 million of insurance in force 
and an annual premium income of 
more than $8,500,000. Matson Assur- 
ance, created by Matson Navigation in 
January, 1955, sells group life in seven 
western states, Alaska and Hawaii. 
Pacific National, a 28-year-old ordi- 
nary life company, has 400 agents and 





more than 45,000 policyholders in 10 
western states and Hawaii. 

Home and executive offices of the 
merged company will be at San Fran. 
cisco. The operations office will be at 
Salt Lake City. 





State Farm, Farmers 
& Traders Introduce 
New Family Policies 


Two life companies late this week 
announced their introduction of the 
family plan. They are State Farm Life 
of Bloomington, IIl., and Farmers & 
Traders Life of Syracuse. 

Under the State Farm plan, calleg 
“Family Life Policy,” one unit of the 
basic policy provides $5,000 of whole 
life insurance with double indemnity 
for the male parent and $1,000 of term 
insurance for the wife, if she is the 
same age as her husband. The term 
runs until the male parent’s 65th birth- 
day and also provides double indem- 
nity. 

Term insurance of $1,000 is provid- 
ed for each child after age 14 days to 
age 25 years or to the father’s age 65, 
whichever comes first. The term is con- 
vertible to whole life or endowment 
up to five times the term amount with- 
out a medical examination. Additional 
children are automatically covered at 
no extra cost. 

The Farmers & Traders family plan 
provides $5,000 life paid-up at age 85 
on the insured per unit; $1,250 term 
on the wife at equal ages, and $1,000 
term on each child under age 18 at is- 
sue ($500 in the event of the child’s 
death before age six months). 

Term insurance expires at the hus- 
band’s age of 65, or at the policy anni- 
versary nearest the insured child’s 22nd 
birthday. The policy has conversion 
privileges for wife and children. A 
child may convert to any permanent 
plan up to five times the face amount 
per unit. The policy provides for disa- 
bility benefits on the husband and dou- 
ble indemnity on both husband and 
wife. 





150 Attend B.M.A. Breaktast 


More than 150 persons were guests of 
Business Men’s Assurance for its an- 
nual “Tom Grant Breakfast,” held this 
week during the American Life Con- 
vention meeting at the Edgewater 
Beach hotel, Chicago. Guest of honor 
was Albert C. Adams, new president of 
NALU. The breakfast has been given 
for 22 years to fete the new NALU 
head, a practice started by the late 
W. T. Grant, founder of B.M.A. 





Jackson (Miss.) Insurer Building New Home 





This sketch is of 
the handsome six- 
story new home of- 
fice building being 
erected by South- 
ern Farm Bureau 
Life at Jackson, 
Miss. Being built 
at the intersection 
of north President 
and Amite streets, 
the building will be 
64 by 150 feet, 
with a total floor 
area of 57,600 
square feet, and 
will cost approxi- 
mately $900,000. 


The structure will be of reinforced concrete construction, with masonry on 
the east and west end walls and metal curtain window walls on the north and 
south. It will be equipped with year-round air conditioning. The ground floor 
will have a spacious entrance lobby opening on Amite street with rental space 
for offices or commercial occupancy. Parking space will be available. 
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Want’ For Insurance Must Be Made To 


Outpull Desire For Tangibles, LAA Told 


As a result of population changes 
and other influences, public relations 
in life insurance face a change in the 
type of its audience, said John L. 
Briggs, vice-president of Southland 
Life, in the panel discussion of public 
relations at the Life Insurance Ad- 
vertisers Assn. annual meeting at 
Philadelphia. : 

“We might say that our audience 
20 years from now may fall in the 
same general classification of today, 
but they will have more money to 
spend for life insurance—if we are 
able to sell them on the necessity of 
protection for family and for their 
own future,” said Mr. Briggs. “Our 
real competitors are not other in- 
surance companies. Instead, our com- 
petitors are the manufacturers of au- 
tomobiles, household appliances and 
other such items which people ‘want’ 
for many reasons. Our job is to make 
the need of insurance develop into a 
‘want’ stronger than that which might 
influence purchase from our compet- 
itors.” 

* 7. e 

The public relations needs exist in 
every company, whether they are be- 
ing handled or not, said William W. 
Cary, secretary of the Northwestern 
Mutual board of trustees and head of 
the public relations section. As time 
goes on, the use of various channels 
of communication increases, competi- 
tive pressures in public relations will 
increase, he predicted. 

“We will see an _ ever-increasing 
competition for the attention of the 
individuals we try to reach—policy- 
holders, employes, beneficiaries, and 
all others,” he said, adding that color 
and art are more and more necessary 
‘if we want our pamphlets and flyers 
and annual reports read.” Editors are 
getting more selective in choosing news 
items. Demands on people’s time are 
mounting. This trend will be intensi- 
fied, “therefore our materials and our 
programs in the future will have to 
be continually better if we are just 
to say even.” 

“All this means more emphasis on 
qualified personnel and training,” Mr. 
Cary said. “Perhaps we can direct this 
training inward, to ourselves, the con- 
scious development of our abilities, 
skills, and experience to the point at 
which top management will call upon 
us for counsel in public relations prob- 
lems.” 


Discussing public relations objec- 
tives, Donald E. Lynch, public rela- 
tions director of Mutual Benefit Life, 
said the first objective should be for 
a company to find out what kind of 
influences it wants to exert on the 
people it touches. This objective is 
fundamental to all other public rela- 
tions considerations. 

After that has been decided upon 
the company can set itself the other 
goals, which Mr. Lynch listed as these: 
e “A staff of loyal employes instilled 
with the ambition to serve the com- 
pany and its policyholders well and 
confidence that the company has their 
best interests in mind. Why? Because 
we know from scientific studies that 
happy and satisfied employes produce 
more and are more accurate; they have 
less turnover and they tend to blend 
more effectively into a business or- 
ganization. 

e “A loyal community which respects 
the company and _ its staff, respects 
them for the kind of citizens they 
are and the contribution they make 


to their community. Why? Because 
studies show that good community re- 
lations enable the company to hire 
better people; it contributes to em- 
ploye morale; it gives a company pub- 
lic support in situations of inequitable 
taxation on the company and, in gen- 
eral, is just good, sound business prac- 
tice. 

e “A sense of dedication to the serv- 
ing of policyholders and to honoring 


the rights and privileges of each. Why? 
Because no other audience or public 
of a life insurance company is so de- 
serving of the constant attention to its 
welfare as our policyholders; because 
we know that good policyholder rela- 
tions help for keeping our customers 
and help us get new ones. Finally, 
good policyholder relations simply 
amount to the carrying out of the 
basic responsiblity of a life insurance 
company. 

e “A field force whose morale is bol- 
stered, not by words, but by a com- 
fortable knowledge and belief that 


the home office has its best interests 
not only in mind but in heart, and 
acts on these convictions. Why? Be- 
cause we know a loyal field force is 
less expensive and more effective in 
serving the company; because good 
field relations are a deterrent to turn- 
over and a spur to production. 

e “A reputation in the Institute of 
Life Insurance and in the various busi- 
ness communities for being a well 
managed company, progressive, alert 
and sensitive to its responsibilities. 
Why? Because scientific studies tell 

(CONTINUED ON PAGE 24) 
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Unusual and appealing when 
it was first introduced less 
than five years ago, Master- 
plan becomes even more 
attractive with the second 
increased dividend scale ap- 
plicable to it. With few 
exceptions, all Ordinary 
policies benefit from the new 
scale effective July 1, 1957. 


Here is the new story 
General American Life rep- 
resentatives have to tell. 


Check the chart. Note the 
sales advantages in Master- 
plan before and after the still 
higher dividends. 


For complete information write 


FRANK VESSER 
Vice President 








HIGHER DIVIDEND 


gives General American Life 
Representatives 


added Sales Tool 





$10,000 MASTERPLAN—AGE 30 





Gross Annual Premium—$305.20 


Cash Results—end of twenty years* 


Average Net Premium 
Guaranteed Cash Value . 
Total Net Premiums . 


Excess of Cash Value Over Net 
Premiums . 


Average Gain Per Year . 















Before After 





$ 232.50 
$5211.10 
4649.40 


. $ 236.10 
. $5211.10 
4722.30 


$ 561.70 
$28.10 


. $ 488.80 
$24.40 


*Illustrations assume Annual Dividends based on present experience 
and their continuance for the period shown. The Termination 
Dividend is a projection based on current conditions. Dividends 
and their continuance cannot, of course, be guaranteed. 








General American Life 


ST. LOUIS, MISSOURI 





HeNATIONAL UNDERWRITER 


October 11, 1957 


—$— 











More Liberal Credit 
For Family Policies 
Authorized By MDRT 


Million Dollar Round Table credit 
for family policies will be allowed on 
a slightly more liberal basis than ini- 
tially announced in early August, ac- 
cording to MDRT Chairman Howard 
D. Goldman, Richmond, Northwestern 
Mutual’s general agent for Virginia. 

Mr. Goldman said the MDRT by- 
laws and executive committees con- 
sidered family policy credit at a meet- 
ing in Detroit Sept. 19. 

“The executive committee,” Mr. 
Goldman said, “now interprets the by- 
laws to permit crediting such of the 
insurance as is effected on the lives of 
the parents as either regular perma- 
nent insurance or term insurance, as 
the case may be, and further, that 
since any coverage provided by these 
policies on the lives of the children in 
the family is purely incidental. No 
credit will be given by the MDRT for 
any volume on the lives of the chil- 
dren.” 

e e -_ 

Since it is normal to assume that 
the average age of the father on a 
large percentage of the volume issued 
on these policies will be about 35, and 
premiums at 35 usually may be ex- 
pected to yield first-year commissions 
of somewhat less than $15 per $1,000 
of the base amount on the lives of 
parents, this treatment assures a vol- 
ume credit at least equal to the face 
value of the permanent insurance that 
may be issued on the lives of the 
parents, and, subject to restrictions on 
term provided by MDRT bylaws, also 
credits the term put in force on the 
parents’ lives. 

John O. Todd, Northwestern Mu- 
tual, Chicago bylaws committee chair- 
man and a past chairman of MDRT, 
pointed out that whenever new poli- 
cies come out that are not easily sus- 
ceptible of being placed in some spe- 


cific category, the bylaws provide that 
such policies shall be credited in the 
“catch-all” provision of article V, par- 
agraph 4, which evaluates volume on 
the basis of $1,000 volume for each 
$15 of first-year commission. 
“However,” said Mr. Todd, “since 
more companies are coming out with 
these family policies, and each one 
seems to vary somewhat from the oth- 
ers, our committee thought it best to 
look carefully into the basic principles. 
As we did, we found that the insur- 
ance on the parents’ lives could al- 
ways be identified as either perma- 
nent or term policies, and that MDRT 
bylaws amply cover these forms. We 
found further that any premium being 
charged for term coverage on the 
children has been merged into the 
basic premium, thus permitting the 
amount of coverage to be varied with 
the number of children without any 
change in total premium, Under these 
circumstances, in the judgment of the 
bylaws committee, the executive com- 
mittee is on sound ground in inter- 
preting the bylaws to deny any credit 
for the term coverage on the children.” 


Piedmont To Absorb 
U.S. Guaranty Life 


Piedmont Life of Atlanta is absorb- 
ing United States Guaranty Life of 
Augusta. United States Guaranty 
stockholders will receive one share of 
Piedmont for each share of United 
States Guaranty owned. 

Stockholders of both companies 
have approved the merger which will 
become effective Nov. 1, if the Georgia 
insurance commissioner approves. 

On Dec. 31, 1956, United States 
Guaranty had insurance in force of 
$5,087,569; premium income—$57, 988; 
capital and surplus—$309,516; admit- 
ted assets—$331,274. 


Eastern Life of New York is con- 
ducting a sales campaign from Oct. 1 to 
Dec. 31 with a $30 million goal in hon- 
or of the company’s 30th anniversary 
and the 30 years that Harry Yarin, 
vice-president and secretary, has been 
with Eastern. 
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United L.4A. To Build $216,000 Addition 





Construction of a $216, 000 addition 
to the home office of United Life & 
Accident of Concord, N. H., will start 
shortly. The addition, a modern three- 
story wing, is shown at right in the 
above sketch. A growth in volume of 
business, with the company now hav- 
ing more than $260 million of life in- 
surance in force and a corresponding 
increase in the number of home office 
personnel, has necessitated the addi- 
tion which will contain 10,000 square 
feet, according to Douglas B. Whit- 
ing, president. 

° * : e 

With brick veneer exterior finish, 
the addition consisting of basement 
and two stories will match the Geor- 
gian architecture of the main building 
and will join it on the north side. 

Included in the addition are expan- 
sion of the cafeteria with lounge area 
added, while a classroom-conference 
room adjoins. Additional printing fa- 
cilities will be located in the basement 
of the addition. The two floors above 
the basement will be open-space work 
areas with United Life’s accounting 
and tabulating occupying the first 
floor. 

Completely air-conditioned, the ad- 
dition will have fluorescent lighting 
throughout and acoustical ceilings. At 
the same time a parking lot for 50 
cars will be built around the addition, 
with easy access to both the main 





OWN YOUR OWN AGENCY 












Founded in 1878 


CRAMPED? 


—" Se es ne een, 


¥% Group insurance! 
% Pension plan! 


Home. Office 


Do you feel like you want to move up — are you cramped 
a your present position? Would you like the opportunity 
“stretch out” into an agency of your own? 


a have just what you’re looking for . . . 

% Top agency building contract! 

% Liberal contract for your agents! 

% Acomplete Rate Book to meet every situation! 
% Agent’s Home Office training! 

% Selling aids designed to make sales! 

% Effective free direct mail program! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few major 
cities) open for development in the United States and 
Canada. Write today to Robert O. Shepler, Vice President, 
The Maccabees, Maccabees Building, Detroit 2, Michigan, 
for further details on our Career Agency Contract. 


“MACCABEES — a Life Insurance Society 


Detroit 2, Michigan 





building and the addition from this 
area. 

The installation of a vertical-type, 
steel-encased incinerator will be made 
in the boiler room of the addition to 
assure proper and complete trash dis. 
posal. Gas heating with baseboard ra. 
diation will be used throughout. A 
unique feature of the construction wil] 
be the double-hung aluminum wip. 
dows which come as units, complete 
even to casings and ready to instal] 
in the prepared window openings. 

Architects are Lyford and Magenau 
of Concord, with construction being 
handled by Paradis and Cosette, Ro- 
chester, N. H. Completion date for the 
addition is set for May, 1958. 


Cal.-Western Writes 
Biggest Group Life 
Case Ever On Coast 


California-Western States Life has 
been selected as the primary insurer 
and administrator of a group life plan 
for some 80,000 employes of Pacific 
Telephone & Telegraph Co., reported 
to be the largest group life program 
ever written on the west coast. 

Employes of the company are lo- 
cated in California, Oregon, Washing- 
ton, and northern Idaho. Employes of 
Bell Telephone Co. of Nevada also are 
included under the plan. If all em- 
ployes sign up, more than $400 million 
of group life insurance will be placed 
in force. E 

Reinsurers of the plan include Me- 
tropolitan Life, Pacific Mutual Life, 
Standard of Oregon, and Travelers. 

Under the program, Pacific Tele- 
phone employes may _ secure an 
amount of group life that approxi- 
mates annual salary. The cost of the 
voluntary program will be shared by 
both the company and its employes, 
and the telephone company will han- 
dle enrollment in the plan. The plan 
also provides for reduced amounts of 
insurance for employes who have al- 
ready retired on pensions and for em- 
ployes who will retire. 

Neil E. Simpson, vice-president and 
superintendent of group sales, and 
Marcus Gunn, vice-president and 
chief actuary, acted for Cal-Western 
in the case. Marsh & McLennan-Cos- 
grove & Co. were brokers in the case. 
George C. Foust Jr., vice-president of 
Towers, Perrin, Forster & Crosby, 
Inc., was the technical consultant for 
the telephone company. 


Sen. Javits To Address 
N. Y. C. CLUs Oct. 17 


U. S. Sen. Javits of New York will 
address New York City CLU chapter 
at its first meeting of the season Oct. 
17 at Waldorf-Astoria hotel. The 1957 
CLU designees of the New York City 
area will be honored at the luncheon. 

The Nov. 27, Feb. 26 and June 25 
luncheon meetings will be held at New 
York University club. The Jan. 22 
meeting will be held jointly with New 
York CPCU chapter. 
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Don't Rely On Doran Victory As Basis 
For Stock-Purchase Plans, Huber Warns 


Solomon Huber, general agent of 
Mutual Benefit Life in New York City, 
recently issued some words of warning 
at an agency conference: 

The furor raised 
py the Sanders, 
Prunier, and Cas- 
ale cases has 
caused many es- 
tate planners to 
cast hopeful eyes 
on Doran vs Com- 
missioner, in 
which the ninth 
circuit court of ap- 
peals, reversing 
the tax court, re- 
cently decided for 
the taxpayers on 
a set of facts 
even more confusing than Prun- 
ier. It would be very unwise to rely on 
this case as setting a pattern for ar- 
ranging insured stock purchase plans. 
At best, the plan was muddled. It 
seemed to operate as follows: 

Six stockholders of Inland Motor 
Freight entered into an agreement 
among themselves which called for 
three of their number to act as trus- 
tees. The trustees were to be appli- 
cants and beneficiaries with respect 
to policies on each stockholder. Pro- 
ceeds on death of a stockholder were 
to be used by the trustees to buy a 
deceased stockholder’s interest for the 
benefit of the survivors to whom his 
stock would be distributed. Each par- 
ticipant bound his estate to sell. 

* e e 

Some three months after this agree- 
ment, the directors at a corporate 
meeting passed a resolution to the ef- 
fect that such a contract would be in 
the corporation’s best interest and ap- 
proved payment of premiums by In- 
land. Thereafter the trustees applied 
for the insurance. It is noteworthy 
that although Inland did not show 
the policies as assets, premiums were 
charged to surplus, not deducted by 
Inland and not reported as dividends 
by the stockholders. 

When Inland’s president died, the 
arrangements were consummated by 
the parties. The commissioner contend- 
ed that the proceeds were dividends to 
the survivors and was upheld by the 
tax court. The ninth circuit thought 
otherwise and in holding that the 
transaction was not a dividend dis- 
tribution made these points: 

e Insurance proceeds represented ex- 
empt income and could so be treated 
by the survivors. 

e Inland had not been the owner of 


Solomon Huber 





the policies, had never assigned any 
interest to the trustees and thus could 
not have “retained” any incidents of 
ownership. The proceeds never having 
been received by or on behalf of In- 
land, the corporation could not very 
well make a dividend distribution. 

Many commentators feel that if the 
commissioner had made a strong ear!y 
effort to go after the premiums as 
being dividends, rather than the death 
benefit, he would have been successful 
in the light of the Prunier and Sand- 
ers cases. This would undoubtedly hold 
true despite the reversal in favor of 
the taxpayer in the Casale case. 

Whenever a corporation undertakes 
to make a payment of any kind for or 
on behalf of the personal obligations 
of a stockholder the transaction will 
in most instances result in a taxable 
dividend. The Doran pattern has little 
to commend it. As a matter of fact, 
the court at one point said the parties 
did not have a clear concept of what 
they were trying to do and of the dif- 
ference between the acts of a corpora- 
tion as an entity and the acts of stock- 
holders as individuals. 


Estate planners should not lose sight 
of the fact that the stockholders were 
acting for themselves and not Inland 
and yet were using corporate funds 
for the purpose. They were lucky! 

As to the Casale case it does not 
represent the law except for the sec- 
ond circuit. On a similar state of facts 
the commissioner could proceed against 
the taxpayer and be upheld by the tax 
court. In the second circuit this is 
highly unlikely since the taxpayer 
need not go to the tax court. He could 
pay and then sue for a refund in the 
district court which would follow its 
own appellate court. A court of ap- 
peals in any one circuit is not required 
to follow a decision rendered in an- 
other. Nor is the commissioner bound 
by a circuit court of appeals decision. 
If he feels he has a strong case, he will 
go after the taxpayer except in a cir- 
cuit court where he has been defeated. 


Form New Life, A&S 


Insurer At Louisville 


LOUISVILLE, —A new life and ac- 
cident company has been formed at 
Louisville, as United-Security Life & 
Accident, with temporary offices at 
Kentucky Home Life building, Louis- 
ville. 

The charter has been approved, and 
the company is now ready to start 
business. Capital stock is $120,000 of 











The Blend of Centuries 


A rare combination of old conservative 
business practices with new creative 
sales materials—A formula stamped 
for SUCCESS. 


Life of South Carolina 










Lite Insurance Company 
OF SOUTH CAROLINA 
COLUMBIA, S. C. 


Rudy Hagelman, Vice President 
& Agency Director 





class A common, at $1 par value to 
sell at $3 a share, and 1,000 shares of 
class B to sell at $15 a share, which 
will give the company a total of $375,- 
000 in capital, which includes no pro- 
motional stock and no commissions on 
sales of stock. 
Officers include Edmund _ Smith, 
president, for about 10 years an agent 
of Independent Life & Accident, of 
Louisville; Mitchell Ellis, Glasgow, Ky., 
as vice-president; Sam Manly III, 
Louisville attorney, as treasurer; Wil- 
liam McPike, Louisville, treasurer. Mr. 
McPike was with Western & Southern 
for a number of years, and later with 
the Independent of Louisville. John A. 


Burkholder, Campbellsville, Ky., 30 
years an insurance man, and A. F, 
Rhodes, New Albany, Ind., are mem- 
bers of the directorate. 





New American Life, a new company 
organized earlier this year at Billings, 
Mont., has retained the Wendt adver- 
tising agency, Great Falls, to develop 
an educational sales program in Mon- 
tana. j 





Mavhattan Life has been licensed 
in Kansas and Missouri, bringing its 
area to 34 states, District of Columbia 
and Alaska. 





Brokers !0° 


Manager, or write ... 









k to GU ARDIAN 


for Leadership 





In 
Lower 


Premiums 


for Women 





NOW-ALL GUARDIAN policies with a 
minimum issue of $10,000 or more 

have LOWER PREMIUMS for women than 
for men, while still giving... 


* The SAME high dividends 


* The SAME high cash values 


* The SAME modern and flexible policy provi- 
sions as similar policies issued on male lives. 


For complete information, call your GUARDIAN 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company — Established 1860 


5O Union Square « New York 3, New York 


Note: ALL. GUARDIAN Policies are available on the 
convenient Guard-O-Matic Pre-authorized Check Plan. 
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Inflation Editorial 
Draws Comments On 
Variable Annuities 


“Inflation-Resistant 
Insurance Needed,’ in the Sept. 6 is- 
sue of THE NATIONAL UNDERWRITER 
has evoked comment from F. J. Mc- 
Diarmid, vice-president-investments 
of Lincoln National Life, and John S. 


An editorial, 


that the alternative to using price 
controls to resist the corrosive effects 
of inflation on fixed-dollar insurance 
policies might be the variable an- 
nuity contract or some other method 
of helping savers cope with rising liv- 
ing costs. The letters of Mr. McDiar- 
mid and Mr. Bickley follow. 


Mr. McDiarmid wrote: 
I wish to compliment you on your 


follows very much the lines of my 
own thinking. 

As a matter of fact, the British life 
insurance companies have done some- 
thing concrete about inflation. Over 
25% of their assets now consist of 
equity investments represented by 
either common stocks or real estate, 
and this proportion has been increas- 
ing. One well-known, old company 
has over 36% of its assets in common 


Bickley, professor of insurance at Ohio 
State university. The editorial noted 


editorial of Sept. 6 entitled, ‘“Infla- 
tion-Resistant Insurance Needed.” It 


stocks. Dividends over there are usu- 
ally paid in the form of paid-up addi- 
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Because Nationwide Group Plans are flexible, more and 
more group writers rely on them—for a “fresh” approach 
to the difficult or unusual case...and as an effective 
means of closing more group sales! Nationwide offers: 


LOCAL SERVICE-—with group experts strategically 
located throughout eastern America to provide on-the- 
spot quotations for standard coverages...skilled advice 
... real sales help in presenting a “custom-made” group 
program to your prospects. 


BROAD COVERAGE — ranging from all the standard 
group coverages to Major Medical and Super-Imposed 


ATIONWIDE 






Group Life (extra protection when present group limits 
are inadequate). 


PROMPT CLAIM SETTLEMENTS -— no prolonged nego- 
tiations. And Nationwide gives you several methods of 
claim settlements to choose from (including the popular 
new “draft” system. See your Nationwide group repre- 
sentative for full details). 


LIBERAL COMMISSIONS — payable on regular renewals 
for 10 years plus service renewals ...and a choice of 
graded or level commissions available to brokers. 


Se EE Le Ee AN a A yD ee ee ee 


Why don’t you find out more about 
Nationwide’s flexible group plans? 
Whether it’s a routine group case — 


| NATIONWIDE Group Department, 246 NO. HIGH ST., COLUMBUS 16, OHIO 
I’d like more information on your flexible group plans. 





or one that needs special handling — {1 NAME 


you'll find Nationwide can show you | ADDRESS 





the way to increased production and 


greater profits. For all the facts... | city. 


STATE 





just fill out the coupon on this page. 
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| I’m most interested in [] Super-Imposed Group Life [] Major Medical ]j 
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ATIONWIDE 


MUTUAL INSURANCE COMPANY 
LIFE INSURANCE COMPANY 


home office: Columbus, Ohio 


tions to the face value of the policy 
which in itself is an offset to inflg. 
tion. 

It is time that American life insur. 
ance companies made some attempt 
to adjust their policy contracts to the 
fact that continuing inflation is a prob- 
ability. This is not meant to condone 
inflation, but simply to state a wide. 
spread opinion among economists to- 
day. 


Under these conditions the sale of 
the so-called variable annuity seems 
desirable. The name applied to this 
contract is unfortunate. After all, the 
industry has been selling variable an- 
nuities for a long time with the vari- 
ation in purchasing power entirely 
against the annuitant. I would sug- 
gest the name compensatory annuity, 

Life companies might invest an in- 
creasing proportion of their assets in 
common stocks or bonds convertible 
into these. In order that they might 
do so, the valuation rules applying to 
common stocks should be changed to 
permit a gradual writing up or down 
of these values along the lines re- 
cently adopted for preferred stocks so 
as to eliminate major shocks to sur- 
plus. 

Real estate investments if they are 
to qualify as equities should not be 
tied to long-term leases at fixed dol- 
lar rates. 

Life insurance contracts which con- 
tain a large investment’ element 
should be largely participating with 
dividends paid mainly in the form of 
paid-up additions. In this way these 
contracts could be made to benefit 
from appreciation in the dollar value 
of equity investments. 

If we go on ignoring the effect of 
inflation as a technical factor in our 
business, this business is bound to lose 
ground as a savings medium. Already 
during the past two years life com- 
pany assets have been growing at a 
slower rate than formerly. 

This letter is a statement of per- 
sonal opinion and does not represent 
the official views of any organization. 


Mr. Bickley wrote: 

Congratulations on your editorial in 
the Sept. 6 issue of THE NATIONAL 
UNDERWRITER. Would that the life in- 
surance industry would take your 
words to heart! It seems impossible 
to me to expect that the American 
people are going to go on forever ob- 
serving inflation in our economy and 
not begin to wonder about the wisdom 
of using life insurance for their sav- 
ings program. And it is hard to con- 
ceive how we can have anything but 
inflation in the long run, with cer- 
tain adjustment periods. 

It seems to me that less time 
should be devoted to damning the 
variable annuity and more should be 
devoted to a research program for de- 
veloping a sound answer to the prob- 
lem of inflation reducing the value 
of dollars saved through insurance. 


Mass. Mutual Group 
Passes $1 Billion Mark 


Massachusetts Mutual’s group insur- 
ance in force has passed the $1 billion 
mark. The company entered the field 
11 years ago. 

Group premiums totaled $33,092,120 
in 1956. Anticipated group premiums 
for 1957 are $12 million for life, $11 
million for A&S and $13 million for 
annuities. 

The group department has grown 
from 42 employes to 294. Vice-pres- 
ident Charles G. Hill heads the op- 
eration. 
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66 Life Companies Receive 145 Awards 
Of Excellence At LAA Annual Meeting 


Life Insurance Advertising Assn. 
members this year submitted 446 en- 
tries for display at the annual meeting 
in Philadelphia. Judges representing 
advertising art and copy, public rela- 
tions, direct mail, life insurance asso- 
ciations and insurance field represen- 
tatives evaluated the displays and gave 
145 awards of excellence. 

Awards were in the following 16 
categories, and the numbers after each 
company name indicate the categories 
in which it won awards: 

1. Material to motivate agents. 

2. Sales aids. 

3. Prestige and good-will builders. 

4. Recruiting material. 

5. Direct mail. 

6. Wall calendars. 

7. Annual report and policyholder 
material. 

8. Brokerage material. 

9. Company field magazines or 
newspapers addressed to agents. 

10. Employe relations. 

11. National printed advertising. 

12. Local or regional printed ad- 
vertising. 

13. Insurance journal advertising. 

14. Public relations. 

15. Group coverage. 

16. Personal accident and health. 

Acacia Mutual, 2, 7; Aetna Life, 6, 
11; American Mutual, 1; Bankers Life 
of Iowa 2; Bankers Health & Life, 
Macon, Ga., 1, 3; Bankers National, 9; 
Berkshire, 1, 2, 4, 9, 13; Canada Life, 7; 
Columbian National, 1; Confederation 
Life, 11; Connecticut General, 4, 10, 11, 
13, 14; Connecticut Mutual Life, 1, 6, 7, 
8; Continental Assurance, 2, 10; Do- 
minion Life, 2; Durham Life, 7. 

Empire Life & Accident, 11; Equi- 
table Society, 2, 9, 11, 13; Equitable 
of Iowa, 9; General American, 1, 2, 
5, 14; Golden State Mutual, 1; Great 
Southern Life, 3, 9; Guaranty Savings 
Life of New York, 4, 10; Home State 
Life, 2, 9, 12; John Hancock, 2, 11; 
Liberty Life, 9; Life of Georgia, 1, 
10; Life of Virginia, 3; London Life, 

1, 7, 11; Lutheran Mutual, 3; Manu- 
facturers Life, 3, 9. 

Massachusetts Mutual, 5, 9; Met- 
ropolitan Life, 1, 2, 7, 9, 14, 15; Mid- 
land National, 10, 13; Mutual Benefit 
Life, 6, 9; National Life of Vermont, 
2, 6, 7; Nationwide Mutual Life, 2; 
New England Life, 1, 3, 7, 9, 11; New 
York Life, 1, 2, 6, 9, 12; North Amer- 

ican Life & Casualty, 7; North Amer- 
ican Life of Canada, 6; Northwestern 
Mutual Life, 7; Occidental Life of 
North Carolina, 13, 16; Pacific Mutual, 
2, 7, 9, 16; Pan-American Life, 1, 2, 
7, 11; Paul Revere Life, 1, 8, 16; Pen- 
insular Life, 9; Penn Mutual Life, 9. 

Philadelphia Life, 2; Phoenix Mu- 
tual, 1; Pilot Life, 2, 9; Protective 

Life, 3, 7; Provident Life & Accident, 
1, 2, 4, 15; Provident Mutual, 2, 5, 
9, 13; Prudential, 2, 7, 12, 14; Republic 
National, 14; Security Benefit of Kan- 
sas, 8; Security Mutual of New York, 
1, 2, 8; Sovereign Life of Canada, 2; 
Standard of Oregon, 14; State Mutual, 
7, 9; Travelers, 1, 6, 7, 9, 11; Union 
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ACTUARIAL COMPUTING 
SERVICE, INC. 


: 684 West Peachtree Street, 














N. W., Atlanta 8, Georgia, 
P.O. Box 6192. Telephone 
TRinity 5-6727. 











Central, 2, 9, 15; United Life & Acci- 
dent, 2; Washington National, 4. 

Exhibit judges for the LAA annual 
meeting were the following: 

Advertising—Art: David Austin, N. 
W. Ayer & Son; Richard Krecker, 
Arndt, Preston, Chapin, Lamb & Keen; 
copy: George F. Finnie, Charles E. 
Hires Co.; Jerome B. Gray, Gray & 
Rogers. 

Public relations—E. Huber Ulrich, 


Curtis Publishing Co. 

Direct mail—L. W. Thompson, Sears, 
Roebuck & Co.; James Yeager, Atlan- 
tic Refining Co. 

Institutional—Donald F. Barnes, In- 
stitute of Life Insurance; Howard 
Shaw, American Society of CLU; Tim- 
othy Crowe, Philadelphia Life Under- 
writers Assn. 

Insurance field representatives— 
John T. Flanagan Jr., Fidelity Mutual 
Life; A. D. Seltz, Equitable Society, 
Philadelphia; Donald M. Solenberger, 
Connecticut Mutual Life. 


The LAA exhibits committee in- 


cluded F. L. Cooper, director of ad- 
vertising, New York Life, chairman; 
W. A. Giles, supervisor of advertising 
and sales planning, Confederation Life, 
vice-chairman for Canada; Trowbridge 
Strong, assistant editor, Fidelity Mu- 
tual Life, vice-chairman in charge of 
judging; Don M. Clark, agency secre- 
tary, Security Mutual Life of Nebras- 
ka; Alan S. Crawford, advertising 
manager, Excelsior Life; Brooke T, 
Flickinger, editor of Torch, Liberty 
National Life; John J. Hopkins, as- 
sistant vice-president, Home Life In- 
surance of Philadelphia. 




















Family Policy. Sold in units of $5,000 face amount on 
Dad’s life, the rate goes down. $3.75 per unit when 
Dad’s coverage is $10,000 or more. MONY’s Family 
Policy is available in face amounts of $5,000, $7,500, 
310,000, $12,500, and $15,000. Now you can offer 


your clients the convenience and economy of one 


Mua 6- New Yor« 





Mutual Of New York, Dept. TR-107 
Broadway at 55th St., New York 19, N. Y. 
I would like a copy of your free 
booklet, **A Happier Family Picture,” 
describing MONY’s new Family Policy. 


Now, for your clients... 





MONY’s Family Policy 
with Discounts on Larger Amounts! 


Now, MONY brings something new to the popular policy for individual members of the family, plus 
the MONY DISCOUNT.. . plus “MONY- MATIC,” 
the convenient new monthly payment plan avail. 
able through most banks! For further information 
about this new policy, send for free booklet, “A 
Happier Family Picture.” 


Mail this coupon foday/ 











WEATHER STAR SIGNALS ON The Mutual Life Insurance Company Of New York, New York, N.Y. Name- 
TOP OF OUR HOME OFFICE Offices located throughout the United States and in Canada Address 
OT Ce eInene Fair : 
ees. 3 Cloudy FOR LIFE, ACCIDENT & SICKNESS, AND GROUP INSURANCE City —_ 
Chine Aeshna, : fate MONY TODAY MEANS MONEY TOMORROW! 

White flashing . ..Snow 
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Sorry, not yet available in Massachusetts. 
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Ohio Slates Largest 
Sales Caravan Ever 


The 1957 Ohio sales caravan, spon- 
sored by the Ohio Assn. of Life Under- 
writers, is ready to “go on the road” 
Oct. 24 and 25. This year’s caravan 
consists of eight panels who are pre- 
paring to speak before 24 local asso- 
ciations. It is expected that this year’s 
caravan will be the largest in Ohio 
caravan history. The panels are being 
sponsored by the following Ohio asso- 
ciations: Cleveland, Akron, Youngs- 
town, Dayton, Columbus, Cincinnati, 
Toledo and Lima. 

The moderators of the eight panels 
are: Akron, Thomas E. Duane, Mutual 
Benefit; Cincinnati, Lanford Barrows, 
New York Life; Cleveland, John B. 
Benneian, Great-West Life; Columbus, 
John N. Botti, Midland Mutual Life; 
Dayton, Harlan Saeks, State Mutual 
Life; Lima, Edward A. Flickner Jr., 
Northwestern Mutual; Toledo, O. M. 


Heine, Lincoln National; Youngstown, 
Foster L. O’Neill, Mutual of New York. 

The general chairman of this pro- 
gram is Gilbert J. Wellman, vice-pres- 
ident of the Ohio association and man- 
ager of Commonwealth Life at Lima. 


L.A. Life Assn. Hears 


Agents’ Ten Commandments 


The ten commandments of the life 
agent were presented by Homer C. 
Chaney, 2nd vice-president of New 
England Life, at the first fall meeting 
of Los Angeles Life Underwriters 
Assn. 

After enumerating the first eight 
commandments, Mr. Chaney singled 
out the last two as being of special 
significance. These were that the 
agent must prospect continuously and 
regularly, even though this is probably 
the hardest single activity of his work. 
And “the last commandment,” he said, 
“is one which is most important. An 
agent must have conviction about the 
business. This ranks high in the rea- 
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sons for lack of success—the lack of 
convictions,” he declared. 

Other essentials which Mr. Chaney 
said the agent must do were: Work 
consistently, regularly and intelligent- 
ly; set short and long range objectives; 
organize for maximum selling; keep 
technically competent; master a sales 
track that closes business; keep rec- 
ords; adopt a_ professional concept 
about his career, and eliminate fear 
from his mind. 


Waco Agents Hear Answers 
To Stock Objections 


Stock answers for stock objections 
by prospects were given by Morton 
T. Utley, vice-president and agency 
director of American Founders Life, 
at a meeting of Waco (Tex.) Life 
Underwriters Assn. 

Some of the agent replies which 
Mr. Utley suggested were: 

—To the man who says he has a 
friend in the insurance business, tell 
him he can have two friends if he 
talks to you. 

—If the man says he cannot afford 

life insurance, ask him if he could af- 
ford his car when he bought it. 
_ —If the man wants to delay buy- 
ing insurance, ask him if he has a 
guarantee that he will be well six 
months from then. 

—If the man says he has other re- 
sponsibilities to meet first, ask him if 
his wife and children aren’t primary 
responsibilities. 


SHEBOYGAN, WIS.—Stanley C. Collins, Met- 
ropolitan Life, Buffalo, past president of 
NALU, spoke on ‘Here’s How, Mr. Agent,” 
at the monthly luncheon meeting. 


MADISON, WIS.—John W. Lawrence, Massa- 
chusetts Mutual general agent in Chicago, was 
the guest speaker at the September luncheon 
meeting. Fifteen members of the association 
who completed the 25-week LUTC course 
sponsored by the association, received diplomas. 


SAN FRANCISCO—Gilford H. Bell, division 
manager of Prudential at Ukiah, Cal., address- 
ed the San Francisco association at a recent 
meeting, the first of the fall season. Mr. Bell, 
former owner and operator of a dairy and 
sheep ranch, joined Prudential in 1954 and 
worked first as a successful agent before as- 
suming a managerial post. He emphasized the 
value of the LUTC course. He himself traveled 
251 miles, round trip, to take parts one and 
two. Far from any metropolitan center, Mr. 
Bell and his agents have built up a growing 
agency that has been called “best in the west.” 


AUSTIN, TEX.—A panel presentation of 
working methods of Million Dollar Round 
Table members was given. 


FLINT, MICH.—Ronald M. Swartz, general 
agent of Midland Mutual Life, has been install- 
ei as the new president, succeeding Raymond 
G. Gremel. Other new officers are Bert D. 
Christenson, 1st vice-president; Albert I. 
Roeder, 2nd vice-president; C. G. Lewis, sec- 
retary, and Robert V. Winters, treasurer. A. 
Jack Nussbaum, past president of National 
Assn. of Life Underwriters, was speaker at a 
banquet, following which the new officers were 
installed. 


ST. LOUIS—Herbert A. Hedges, general agent 
of Equitable Life of Iowa at Kansas City, was 
guest speaker at the recent kick-off breakfast 
of St. Louis Life Underwriters Assn. 


Mass. Assn. Holds 


Training Conference 


Massachusetts Assn. of Life Under. 
writers held a 2 day training confer. 
ence at Groton Inn, Groton, Mass 

Fifty officers representing all loca} 
associations in the state attended the 
sessions held under the direction of 
Lester O. Schriver, managing director 
of National Assn. of Life Underwriters, 
Every phase of association manage. 
pwr’ and operation was covered in 

etail. 


KANSAS CITY—John W. Lawrence, Massa. 
chusetts Mutual Life, Chicago, addressed a 
luncheon meeting of the Kansas City associa. 
tion. He discussed prospecting, planning, ang 
time control. 


WISCONSIN RAPIDS WIS.—A citation for 
its large membership increase from the NALU 
was presented to the Central Wisconsin as. 
sociation. The award was _ presented by 
Lawrence Arnold, La Fayette Life, president 
and a report on the recent Detroit convention 
was made by C. C. Somers, Stevens Point 
Bankers Life. Both were delegates. . 


QUINCY, ILL.—The September meeting of 
the Quincy association at the Lincoln Douglas 
hotel open the fall season. Chester A. Anderson 
John Hancock, president of the Quincy associ- 
ation, announced committee members to serve 
throughout the coming year. These committees 
and their respective chairman are: Program, 
Robert H. Wlecke, Prudential; membership and 
attendance, Harry R. Cole, Metropolitan; pub- 
licity and education, Fred E. Grimm, Metro- 
politan; legislative activity, Harry E. Hauter, 
Northwestern Mutual and field practices, W. C, 
Swallow Jr., Massachusetts Mutual Life. Mr, 
Anderson also presented awards to those who 
qualified for membership in the Illinois Leaders 
Round Table. 

The meeting was concluded by an inspiring 
talk, tape recorded, by William Flaherty, Met- 
ropolitan Life. Mr. Flaherty has been in the 
insurance business for 22 years and 
achieved a remarkable personal production 
record despite the fact that he has been totally 
blind for 17 of the 22 years in the business, 


WAUSAU, WIS.—Plans for a membership 
drive setting up an LUTC course by the Wis- 
consin Valley association were discussed at the 
first fall meeting at the Wausau Elks club. 
Joseph Buska, Central Life Assurance, was 
named chairman of the educational committee, 


SAN ANTONIO—A film on Community Chest 
services through the United Fund was shown. 


MILWAUKEE—At the opening fall lucheon 
117 members who completed parts of the LUTC 
course during the previous season were pre- 
sented with certificates by Roland E. Meissner 
Jr., New York Life, chairman of the educational 
committee. New LUTC classes for the ap- 
proaching season will start Oct. 21. Instructors 
will be Nick Kanavas, Massachusetts Mutual; 
Edward Childs, National Life of Vermont; Er- 
vin Embach, Prudential; Edward Voss, North 
American Life, and Ray B. MacArthur. 


PITTSBURGH—Association officers will visit 
Beaver Valley branch at a luncheon meeting 
Oct. 11 at Brodhead hotel, New Castle branch 
at noon Oct. 17 at Hotel New Penn and Fayette 
County branch at a dinner meeting in Howard 
Johnson restaurant. 


NEENAH, WIS.—An LUTC course will be 
conducted this season at Neenah under the 
direction of James D. Banks, general agent of 
Old Line Life of Milwaukee at Appleton and 
chairman of the education and training com- 
mittee of Fox River Valley association. 
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NEWS OF LIFE POLICIES 





Offer J Another Hancock 
Family Policy And New 
Juvenile And Special 


John Hancock has introduced a 
family policy which provides a smaller 
pasic amount on the husband’s life 
than the select ordinary family policy 
does. The new policy is in the multi- 
ple protection class. 

Hancock also has introduced a youth 
estate builder policy and the signa- 
ture-25 policy. 

The family policy provides whole 
life insurance for both husband and 
wife and term to age 25 for the chil- 
dren. Children born after the policy is 
issued and those adopted before their 
18th birthday may be included prior 
to the policy anniversary nearest the 
husband’s 60th birthday. Insurance on 
the husband may be supplemented by 
a family income rider. 


The youth estate builder is a life 
policy in the select ordinary class with 
level premiums payable to age 65. 
The initial insurance is one-fifth of 
the amount that becomes effective on 
the policy anniversary nearest the 
21st birthday. If death occurs prior to 
the age of six months, one-fourth of 
the initial sum is payable. The mini- 
mum initial amount is $2,000, increas- 
ing to $10,000 at age 21, and the max- 
imum is $5,000, increasing to $25,000 
at age 21. It is available for issue 
ages 0-14 nearest birthday. The 
amounts will be subject to the regular 
rules relative to insurance on the per- 
son responsible for the child’s support. 

The signature-25 policy is a life 
paid up at age 95 plan in the select 
ordinary class. It will be issued for 
$25,000 or more for males, $15,000 or 
more for females. It provides cash 
values on the basis of full reserves 
beginning with the end of the first 
policy year. It will be available for 
issue ages 15-70 nearest birthday and 
will be written on both standard and 
substandard lives. Supplementary 
benefits regularly offered in connec- 
tion with the select ordinary policies 
will be available. 


United Life & Accident 


Introduces Family Plan 

United Life & Accident has intro- 
duced a family policy that will be is- 
sued when at least two people are in- 
sured under it, thereby providing cov- 
erage for “single parents.” 

The policy may be sold on one par- 
ent with one or more children in cases 
where the other parent is dead, where 
the other parent is outside the age 
limits for the policy, where the other 
parent is uninsurable, or where the 
parents are divorced. 

Available in one or more units, each 
unit carries $2,400 of 20-year endow- 
ment on principal insured, $1,200 of 
0-year term on spouse of principal 
Insured, and $600 of 20-year term on 
each insurable child. The policy also 
has conversion privilege and auto- 
matic payor benefit. 


Equitable Life Of lowa 


Increases Discount Rate 


_ Equitable Life of Iowa has increased 
its rate of interest on premiums dis- 
counted and paid in advance from 
2%% to 3%. The maximum amount re- 
mains at $50,000 and, as before, un- 
earned premiums may be withdrawn 
Without interest, except where pro- 
hibited by state regulations. 


N. Y. Life To Offer 
New Family Policy To 
Substandard Cases 


New York Life now is offering its 
family policy to substandard applicants 
in classes A to F, which range from 
130% to 500%. Special class family 
policies also will be sold to applicants 
with temporary flat extra premium 
ratings for medical impairments and 
to those with flat extra premium rates 
for occupation or aviation. 

To New York Life’s knowledge, no 
other company issuing this kind of in- 
surance makes it available so exten- 
sively on a special class basis. 

Special class family policies issued 
to applicants who qualify in classes 
A and B or with flat extra premium 
ratings of $5 or less for occupation, 
aviation or temporary medical impair- 
ments automatically include the same 
double indemnity and waiver of pre- 
mium provided in standard family pol- 
icies. These benefits generally will not 
be included in policies for those who 
qualify in the higher rating classes or 
with the higher flat extra premium 
rates. Policies with temporary flat ex- 
tra premiums of more than $5 for 
medical impairments automaticaly 
will include the benefits, but the sol- 
icies will be indorsed so that the be1e- 
fits will not be in effect during the 
period in which the temporary flat ex- 
tra premiums exceed $5. 

Family policies will not be issued in 
cases requiring extra premiums he- 
cause of travel and residence, perma- 
nent flat extra premiums for medical 
impairments, or the use of a war and 
aviation exclusion clause. 

New York Life introduced the fam- 
ily policy last spring. 





Manufacturers Offers 
Two New Special Plans 


Manufacturers Life has introduced 
a preferred life participating policy 
with a $25,000 minimum issue. Low 
guaranteed premiums and liberal divi- 
dends result in a low net outlay per 
$1,000 starting with the first year. 
There are still lower guaranteed rates 
on females, with no corresponding de- 
crease in cash values and dividends. 

A preferred life at 90 policy, also 
with a $25,000 minimum, has been in- 
troduced. It features cash values equal 
to the full net level premium reserve 
from the first year on, and is designed 
to meet split dollar and other special 
needs. 

The guaranteed low premiums on 
the guaranteed maximum protection 
plan have been reduced substantially, 
making this $25,000 minimum non- 
participating policy more attractive for 
personal and business cases. 


State Mutual Offers 
New Family Policy 


State Mutual has introduced a new 
family policy. 

Features include an automatic waiver 
of premium disability benefit; automat- 
ic insurance for additional children, 
whether born or legally adopted, 
without additional cost, and a whole- 
life conversion privilege to five times to 
original amount of term on each child. 

The age limits for fathers are 18 to 50. 
The wife’s term is added to the hus- 
band’s coverage to age 65 if she dies 
before he reaches that age. Age limits 
for the wife at issue are 17 to 58 years, 





and a span of 20-year age variance be- 
tween husband and wife is allowed. At 
the end of the wife’s term period, she 
can convert her full amount to whole 
life without evidence of insurability. 
Both husband and wife receive addi- 
tional death benefit if death results 
from accident as defined in the policy. 
Children’s ages at issue are from 15 
days to 18th birthday, and each re- 
ceives term to the 25th birthday or to 
the father’s age 65, whichever occurs 
first. 

There are five units to the plan, and 
any one family may purchase three 
units. Life insurance for the father may 
be up to $15,000, $3,750 for the mother 
and $3,000 for each child. 





Pre-authorized Check 
Plan Introduced By 
Connecticut Mutual 


Connecticut Mutual has introduced 
a pre-authorized check plan, called 
“ConnMuMatic.” 

This plan enables a policyholder to 
pay his premiums automatically simply 
by authorizing his bank to accept 
checks drawn by the company each 


month against his account. The plan 
makes the convenience of monthly 
premium payments available at consid- 
erable savings over the regular month- 
ly rate. 

The plan eliminates premium notices 
and brings about other economies 
through a simplified accounting pro- 
cedure at the home office. The savings 
are passed on to policyholders in the 
form of a lower monthly rate, reflect- 
ing a 2.48% service charge instead of 
the 6% charged for regular monthly 
premiums. 

The service is not limited to new 
policies. A policyholder may combine 
premiums on all his Connecticut Mu- 
tual policies, including those on his 
wife and children, into one monthly 
payment. The only requirements are 
that insured must have a_ regular 
checking account in a _ cooperating 
bank and that the monthly payment 
must total at least $10. 





Occidental Lowers Term Rates 

Occidental Life of California has 
reduced its rates for the following 
term plans: 5 and 10 year convertible 
and renewable, annual convertible and 
renewable, 5, 10, and 15 convertible 
and 5 year non-convertible. 
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fer 1867 when the Silver Engine, “America,” 
typified the last word in transportation, the Equitable 
Life of Iowa became the first life insurance company 
in Iowa. As a pioneer, it had no formal training pro- 


gram to offer its agents. 


"T © DAY the Company offers its agents a care- 
fully-planned, long-range training program to enable 
them to serve better the insurance needs of the 







public; at the same time, they are assured of 
greater success as career life underwriters. 


y LIFE INSURANCE COMPANY OF IOWA 








FOUNDED IN 1867 IN DES MOINES 
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Here's important news about Home Life's 


~\ GROUP 


Home Life’s new expanded 

Major Medical is ready now to 

meet tomorrow’s demands for more 
comprehensive coverages, 







* In the regular group field, 13 new contracts, 
each issuable on a “calendar year” or 
“per cause” basis, enable Home Life to 
a a a tailor Major Medical to any employer’s situation, 

-- with unusual features such as: 


@ Full hospital coverage for semi-private or ward accommodations 
@ Coverage for expenses of a dentist when resulting from an accident 


@ Coverage for local ambulance service to and from a hospital, and—in 
addition—ambulance, airplane or rail transportation expenses to distant 
points when specialized treatment is necessary. 


@ No deductible at all for expenses of a common accident 


@ Coverage for all causes, even under “per cause” contracts, once the 


deductible is satisfied 


And in the field of small group, for firms with 10-24 employees, Home 
Life’s new expanded Major Medical now features a choice of either a $25 ot 
$50 flat deductible .. .80% co-insurance factor .. .maximum benefits of $5,000 
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New Expanded... 
NVAJOR MEDICAL 





...more liberal qualification period... and increases in other coverages. 


These features, and many others, are the reasons why employers will be 
turning to Home Life to provide peak protection for their employees... why 
Home Life’s sales organization is excited about our new expanded Major 
Medical. 


Dynamic New sales-aids tell the story! 


The double-M design announces that big 
things are happening in Home Life Major 
Medical . . . and introduces new and colorful 
sales-making materials. Presentations on 
regular and small group Major Medical con- 
tain a wealth of client-building material for 
the Home Life field organization, brokers, 
and representatives of non-Group writing 
companies. Address inquiries to the Sales 
Department. : 











HOME LIFE INSURANCE COMPANY 


253-6 BROADWAY, NEW YORK, N. Y. 


William P. Worthington John H. Evans 
President Vice President-Sales 
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There 1s a 
substantial 
number of 
reasons for 
this increase 
that is more 
than double 
the National 
Average: 
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Competitive Policy Values 
Competitive Policy Rates 
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ANICO SALES LEADERS 


All forms of A&H 
Complete line of 
mortgage protection. 


Pre-Authorized Check plan. 






Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 









to age 65.  Gtd. Issue on Pension and 
Income Conversion Rider. _ Profit-Sharing plans. 
Annuities. Family Income Term Policy. 





Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for those with special qualifications and 
experience will receive prompt attention and answer. For information address: 


COORDINATOR OF SALES 
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Mutual in 1956, has been promoted to 
supervisor of agencies to serve as con- 
tact supervisor for a group of eastern 
department agencies. He previously 
was with Bankers National Life as 
general agent in Maine and with Pro- 
vident Mutual. 


Atlantic Life 





Wd 


J. P. Nesbit 





C .L. White 


relations of Atlantic Life. Charles L. 
White has succeeded Mr. Nesbit as 
director of field training. Mr. Nesbit 
entered the business with Atlantic at 
Lynchburg, Va., in 1951 and became 
home office agency assistant in 1952. 
He has been director of field training 
since 1954. Mr. White entered insur- 
ance with Penn Mutual at Tidewater, 
Va., in 1946. He joined Atlantic as gen- 
eral agent at Tidewater in 1953 and 
became assistant agency director at 
the home office last January. 


Central Standard Life 


Central Standard Life has appointed 
Aart Hoogenboom superintendent of 
agencies for the midwest division. His 
extensive insurance experience in- 
cludes that of brokerage supervisor, 
assistant director of agencies and 
manager for another company. At pres- 
ent Mr. Hoogenboom will make his 
headquarters in Peoria. 


Old Republic Life 


Fran E. Bowen has been appointed 
superintendent of agencies for Old 
Republic Life. His headquarters will 
be at the company’s office in Arcadia, 
Cal. Before joining the company, Mr. 
Bowen was supervisor of agencies and 
national director of brokerage sales 
for Pacific Mutual Life. He has also 
been with Canada Life and Standard 
Ins. Co. 

James A. White has been appointed 
manager of the underwriting and pol- 
icy issue department of Old Republic 
Life. In the life insurance field for 
25 years, Mr. White has been an un- 
derwriter since 1939, and was most 
recently manager of the underwriting 
division for Hoosier Farm Bureau Life. 


Security-Connecticut Life 

John J. Keenan and Richard E. Epps, 
superintendents of agencies of Secur- 
ity-Connecticut Life, have been elected 
assistant secretaries. Mr. Keenan, who 





Prudential’s northeastern home offj 
General manager of the debit polj 
department in the Newark home offig, 
since 1955, he will perform his py 
duties there until the northeastern 9 
eration is moved to Boston next year 

Gordon E. Long has been nama 
training consultant in the Minneapojjj 
regional home office. He joined Pry, 








Aetna Life 


James B. Slimmon, senior vice-pre;. 
ident and secretary since Februar 
has been elected a director of Aetn; 
Life and Aetna Casualty. 


Washington National 


William S. Johnston, former groy 
supervisor in Kansas City for Wash. 
ington National, has been transferred tf 
the home office to assume duties ¢ 
agency supervisor in the teacher ser. 
tion of the group department. 


Mutual of New York 


A. H. McKinley, 2nd vice-presider 
for policy payments at Mutual of Ney 
York since 1955, has retired. He bega 
his career with Mutual as an offic 
boy in the selection department i: 
1909. In 1946, the company consoli- 
dated claims administration and polic 
payments in the newly formed polic 
payment division and named Mr. Mc 
Kinley to head the new division « 
manager of policy payments. 


North American Accident 


North American Accident of Chicag 
has created a group department and re 
aligned home office agency depar' 
ment personnel activities. William 1 
Morrissey has been appointed mar 
ager of the newly created group lif 
and A&S department. At the same tim 
three other agency supervisors wer 
named to specific duties pertaining 1 
agency-home office relations. Willian 
G. Manzelmann, was assigned to IIlinoi 
and all territory west of the Mississippi 
Robert H. Martin, all territory east ¢ 
the Mississippi, except Illinois; Alla 
Geffinger was appointed special agenc 
supervisor in the field. The changeove 
in duties was prompted largely bh 
the company’s increased group activi- 
ties. The move also anticipates the 
company’s introduction of new feature 
in its life program after Jan. 1. 





John Hancock 


Thomas A. Walsh and John P. Shee- 
han have been promoted to under- 
writing director and associate under- 
writing director of John Hancock, re 
spectively. Julian W. Tolman has been 
named manager of the general agen- 
cy division of the underwriting depart- 
ment. Mr. Walsh was appointed man- 
ager of the general agency division in 
1947 and assistant underwriting direc- 


joined the company in 1956 as assistant tor in 1953. Mr. Sheehan became man- 
superintendent of agencies, previously ager of the district agency division in 
was with Prudential for 15 years, most 1947 and assistant underwriting direc- 
recently as assistant manager of New tor in 1953. Mr. Tolman was named 
York. Mr. Epps was with Equitable So- assistant manager of the general agen- 
ciety in Boston from 1943 to 1956, when cy division in 1953. 
he joined Provident Mutual as super- J. Darrison Sillesky has been pro- 
visor. He joined Security-Connecticut moted to associate group actuary in 
in January as assistant superintendent the group actuarial and underwriting 
of agencies. department. He was named assistant 
manager of the group annuity under- 
CALHOUN LIFE of Columbia, S. C. writing division in 1949 and has beet 
—Bennett Davenport, who recently re- staff assistant in the group actuarial 
tired as superintendent of agencies of and underwriting department for five 
Pilot Life, has been appointed agency years. He is a fellow of Society of Ac- 
adviser. tuaries. 
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Blue Cross Seeks 


40% Rate Increase 
In N. Y. For 1958 


Associated Hospital Service of New 
York (Blue Cross) has applied to the 
New York department for a 40% in- 
crease in premium rates, effective in 
early 1958. The boost would add $40 
million to the plan’s 1956 premium in- 
come of $111,604,606. 

A hearing probably will be held this 
month. A hearing officer and date have 
not been selected yet. 

Blue Cross said its loss from opera- 
tions in 1956 was $2,719,542, and this 
loss had increased at a faster rate by 
June 30 of this year. Unassigned sur- 
plus had dropped from $30,670,521 on 
Dec. 31 to $22,047,890 on June 30, when 
total surplus per subscriber was $7.63 
compared with $9.19 a year before, 
Blue Cross said. 





Harold Faggen, New York welfare 
and insurance fund consultant to labor 
and management groups, opposes the 
Blue Cross request. He says Blue 
Cross, by slightly altered bookkeeping, 
could show a net profit of $2 million 
instead of a loss for 1956. He says 
Blue Cross has misrepresented its hos- 
pital payments and benefits and spent 
too much for executive salaries and 
advertising. 

Blue Cross contends its salaries and 
advertising expenditures were modest 
for the size of the organization and 
number of subscribers. 

Labor and welfare groups also are 
expected to oppose increased rates. 
United Medical Service of New York 
(Blue Shield) has not announced any 
plans for a rate increase at this time. 





Second, Revised Edition 
Of Underwriters Medical 
Guide Is Published 


The second and revised edition of 
the “Underwriter’s Medical Guide for 
Accident and Sickness Insurance,” by 
Dr. Joseph Altman, has been published 
by the National Underwriter Com- 
pany. The book, designed for easy us- 
age and hard wear, is about 7 by 10 
inches in size, contains almost 300 
pages, and is durably bound. Its price 
is $10 a copy. 

This book was first published in 1952 
and in this second edition important 
information has been added regarding 
exclusion riders, some more impair- 
ments have been included, the glossary 
of definitions has been augmented, 
and text revisions have been made 
where required to bring data up to 
date. 

The book is a medical approach to 
underwriting as distinguished from a 
premium rating approach, and it deals 
exclusively with accident and sick- 
ness underwriting. It represents the 
author’s knowledge and experience 
gained during many years as a med- 
ical examiner and medical director for 
companies writing life and accident 
and sickness insurance. 

More than 1,100 conditions are al- 
phabetically listed in the underwrit- 
ing action portion. They are coded ac- 
cording to the Standard Nomencla- 
ture of Diseases and Operations of the 
American Medical Assn., through spe- 
cial permission from the AMA. 

Conditions are described in a con- 
cise, easy-to-follow form. The symr- 
toms, effects, and results are outlined, 


" —accept, 


and the underwriting action is stated 
accept with rider, reject, 
refer to medical director, remove rid- 
er. One large point of value is that 
when the action is accept with rider, 
the suggested wording of the waiver 
rider is given right in the discussion. 


The book also contains chapters on 
the application, the physical examina- 
tion, classification code, exclusion rid- 
ers, the heart, tuberculosis, laboratory 
studies, hazards of occupations, cancer 
in an occupational hazard, also many 
specimen forms and charts, and a glos- 
sary of definitioas of more than 800 
medical terms. 

The book may be ordered from the 
National Underwriter Company, 420 
East 4th street, Cincinnati 2, Ohio. 


10 Accused A&S Agents 
Turn In Conn. Licenses 


Ten agents of Security Benefit Life 
of Topeka, Kan., who were accused by 
the Connecticut department of misrep- 
resenting A&S policies, have turned in 
their Connecticut licenses voluntarily. 





The charges never were tested be- 
cause the agents, residents of Massa- 
chusetts and Rhode Island, surren- 
dered their licenses. No criminal 
charges were involved. Security Bene- 
fit Life had no knowledge of their 
situation until notified by the depart- 
ment, according to Commissioner Spel- 
lacy of Connecticut. 





Special Workshops To 
Be Highlight Of HIAA 
Forum Oct. 22 At N. Y. 


A series of five special workshops 
will be presented Oct. 22 at the indi- 
vidual insurance forum to be held Oct. 
21-23 by Health Insurance Assn. of 
America in the Biltmore hotel at New 
York. The sessions will run simul- 
taneously from 8 a.m. until noon. Sub- 
jects to be covered include guaranteed 
renewable, noncancellable, the senior 
citizens, deductibles and risk selection. 
The sessions will be held in 10 rooms, 
with a limit of 30 persons for each 
workshop. Each session will cover all 
five subjects. 

So that all can hear and participate 


in the discussion, 45 minutes will be 
devoted to each topic. Under this ar- 
rangement, created by the program 
planning subcommittee of the associa- 
tion’s individual insurance committee, 
10 discussion leaders will move from 
room to room while the audience re- 
mains seated. 

Discussion leaders are J. M. Wick- 
man, 2nd vice-president of Mutual of 
New York, and Douglas J. Moe, as- 
sistant secretary of U.S. Life, guaran- 
teed renewable; Rodney U. Clark, su- 
perintendent of A&S underwriting of 
Paul Revere Life, and Jerome M. 
Powell, president of Loyal Protective 
Life, non-cancellable; D. B. Alport, 
vice-president in charge of underwrit- 
ing of Business Men’s Assurance, and 
James E. Sweeney, staff assistant of 


B. Forsythe, vice-president of Illinois 
Mutual, and Robert W. Carey, director 
of personal health insurance of John 
Hancock, deductibles; Robert 
Schoonmaker Jr., secretary for A&S 
of Berkshire Life, and William Robo- 
tham, assistant secretary of the acci- 
dent department of Travelers, risk se- 
lection. 
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SOMETIMES IT’S TOUGH 
ON COPY-WRITERS... 


Here we are, headed for Five Billions in force sometime in the 
next few months, and it ought to make good copy. 


_. 


coe 


We thought maybe we could say we will have done it quicker 
than anybody else, but the records show the Lincoln National and 
the Occidental started a few years after we did. 


_ 


We might say it had been done withou: Group or Reinsurance 
. .. but we do carry Group on our own employees although we 
do not sell it otherwise, and back about 1915 we bought a small 
company called the Arkansas Life. 


i 


_. .. 


_ 


WN 


Oh, well, it’s a pretty good record, anyway. By the end of 1956, 
only 14 other companies in the U.S. and Canada had ever done it. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE-_NASHVILLE, TENNESSEE 
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So years...:: 
young! 


The year 1957 marks American United’s 80th birthday. A 
venerable age for any company, signifying an ability to 
weather booms and depressions, indicating experience and a 
staying power that is a valuable asset. Noteworthy, too, is 
American United’s exceptional financial strength measured 
by any yardstick . . . by a much greater over-all surplus than 
that of the average in the life insurance industry. 


But that’s only half the story. At 80, one can be an old fogy 
or have young ideas. The growth record of American United 
the past few years definitely points to young ideas, to a spirit 
of competitiveness that is the life blood of the life insurance 
business. American United is tooled up for good production 
with excellent merchandise, with a complete line of income 
protection from death to non-can disability and with the 
right price structure . . . add a sales force that is enthusiastic, 
well-informed and happy, and you have the reason for an 
80-year, youthful outlook on the future. 








FLEXIBLE OPTIONS ¢ LOW NET COST SPECIALS 
> INSURANCE ¢ GROUP RETIREMENT ¢ PENSION TRUSTS 
BLE MAJOR MEDICAL *¢ NON-CANCELABLE DISABILITY 


GUARAN 
" \NTEED RENEWABLE HOSPITAL AND SURGICAL 
SPECIAL N SUBSTANDARD UNDERWRITING AND REINSURANCE 















Sewice felije Tsurance Representatives 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


| 

I am interested in your service. Please send further | 
information, at no obligation to me. \ 
| 

| 

| 
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Mail this 
Coupon 
ifeYeKony 


A Agent 
Gen. Agt 


Name 





Address. 
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N. Y. To Issue New 
Form Of License 
To Fraternal Agents 


The New York department will make 
a distinction between licenses issued 
to agents of fraternals and those is- 
sued to agents of regular life compa- 
nies as soon as the necessary admin- 
istrative changeover can be made. 

This is being done at the request of 
New York State Assn. of Life Under- 
writers, following complaints from the 
public and resulting confusion, accord- 
ing to Joseph N. Desmon, general 
agent of Continental Assurance at Buf- 
falo and president of the association. 

The present law makes no license 
demand of fraternal agents unless they 
devote more than half their time to 
soliciting business or sell more than 
$20,000 of fraternal life insurance in 
a year. When fraternal agents become 
active by this definition, they may ap- 
ply to the department for a license, 
but no written examination is required. 

In the past, the department issued 
fraternal agents a license that could 
not be distinguished from those is- 
sued to agents of regular life compa- 
nies, Mr. Desmon noted. 

He said he has received assurances 
from the department that licenses is- 
sued in the future to fraternal agents 
will be marked “limited to fraternal 
insurance” and will continue to be “not 
valid” for selling regular life insurance. 

If fraternal agents wish to obtain 
a license with a regular life company, 
they must complete a regular applica- 
tion and take a 3-hour written exami- 
nation or qualify under a previous li- 
cense with a regular life company. All 
present outstanding fraternal agents’ 
licenses eventually will be recalled and 
the new form issued. 


Consolidated American Convention 


Consolidated American Life of Hous- 
ton, which began operation 27 months 
ago, announced at its second annual 
convention that the company has in 
excess of $30 million of insurance in 
force. The company also has adopted 
a family plan which it calls ‘one plan.” 
A leading producer of the company 
honored at the convention was Charles 
Stewart, Pharr, Tex., an ex-football 
coach, who wrote $2 million of busi- 
ness in his first year with the compa- 
ny. 








Convention Dates 





Oct. 14, Society of Actuaries, annua:, Commo- 
dore hotel, New York City. 

Oct. 21-23, Individual A&S Insurance Forum 
of Health Insurance Assn. of America, Bilt- 
more hotel, New York. 

Oct. 23-25, Assn. of Life Insurance Medica! 
Directors, annual, Statler hotel, New York 
City. 

Oct. 25-27, Gleaner Life Insurance Society, bi- 
ennial, Louis Joliet hotel, Joliet, Ill. 

Oct. 31-Nov. 1, Actuarial Club of the Pacific, 
annual, Biltmore hotel, Santa Barbara, Cal. 

Oct. 31-Nov. 1, Southeastern Actuaries club, 
annual, Atlanta. 

Oct. 31-Nov. 2, Mid-West Management confer- 
ence, annual, French Lick, Ind. 

Nov. 6-8, Institute of Home Office Under- 
writers, Edgewater Beach hotel, Chicago. 
Nov. 10-14, Life Insurance Agency Management 
Assn., annual, Edgewater Beach hotel, Chi- 

cago. 

Nov. 14-15, New York Assn. of Life Under- 
writers, fall meeting, Van Curler hotel, 
Schenectady, N. Y. 

Dec. 6-8, California State Assn. of Life Under- 
— midyear, Rickey’s Studio inn, Palo 

0. 

Dec. 9-10, Assn. of Life Insurance Counsel. 
winter meeting, Plaza hotel, New York City. 

Dec. 10, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 

Dec. 11-12, Life Insurance Assn. of America, 


a Waldorf-Astoria hotel, New York 
ity. 
Feb. 14-15, New York Assn. of Life Under- 


writers General Agents & Managers Confer- 


aa Gideon-Putnam hotel, Saratoga Springs, 
Nu. x, 
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O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE 





ACTUARIES 
Insurunce Company Manag t Consultants 
LIFE — FIRE — CASUALTY 
RICHMOND ATLANTA NEW YORK 








N. Madison Cartmell 
and Associates 
(Successors to Harold C. Pennicke) 
Consultants to 
Home Office Managements 
159 East 49th St. New York 17, N. Y. 

















STATEMENT OF THE OWNERSHIP, MANAGEMENT, 
AND CIRCULATION REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912, as AMENDED BY 
THE ACTS OF MARCH 3, 1933, AND JULY 2, 1946 
(Title 39. United States Code, Section 233) of The 
National Underwriter Life Insurance Edition, pub- 
lished weekly, at Chicago, Ill., for Oct. 1, 1957. 


1. The names and addresses of the patna. editor, 
managing editor, and business manag 

Pub:isher, The National Underwriter to, Chicago, Ill 

Editor, R. B. Mitchell, Ridgewood, N. J. 

Managing Editor, None. 

Business Manager, R. J. O’Brien, Chicago, Ill. 

2. The owner is: (if owned by a corporation, its 
name and address must be stated and also immediate- 
ly thereunder the names and addresses of stockholders 
owning or holding 1 percent or more of — amount 


given. If owned by a partnership or other unincorpo- 
rated firm, its name and address, as well as that of 
each individual member, must be given.) 

The National Underwriter Co., Chicago, New York, 
Cincinnati; John Z. oe yg and Elizabeth uM: Her- 


leau and Co., Chicago, Ill.;'H. J. 
nati, Ohio; Levering Cartwright, . 
Russell Mg oy me Evanston, Ill.; Ruth Cartwright, 
a ere Ill.; Lessie K. Wadsworth, Highland Park, 
Ill.; Richman, Holland, Mich.; George W. Wads- 
pont * Hignland Park, Ill.; How & Co., Chicago, Ill. 

3. The known bondholders, mortgagees, and other 
security holders owning or holding 1 percent or more 
of total amount of bonds, mortgages or other securi- 
ties are: (If there are none, so state.) None. 

4. Paragraphs 2 and 3 include, in cases where the 
stockholder or security holder appears upon the 
of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for 
whom such trustee is acting; also the statements in 
the two paragraphs show the affiants full knowledge 
and belief as to the circumstances and conditions 
under which stockholders and security holders who 
do not appear upon the ks of the company as 
trustees, hold stock and securities in a capacity other 
yee that of a bona fide owner. 
The average number of copies of each issue of 
ublication sold or distributed, through the mails 
or otherwise, to paid subscribers during the 12 months 
preceding the date shown above was: (This ag 
fo is required from daily, ai semiweekly, 

triweekly newspapers only.) 8 


this 


R. J. O’Brien. 
re Sw worn to 8 to and subscribed before me this 25th day of 
r, 
H. E. LISTUG. 


(Seal) 
My commission expires Sept. 3, 1961. 
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your Mutual 
3 Benefit 
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\ 


le SCLYS: 


planning 
does more 


than hard 


selling.” 


It’s the first thing Mutual Benefit 
Life men learn—that clients buy 
well planned life insurance—while 
unplanned “ready-to-wear” 
insurance has to be sold, hard! 
That’s why Mutual Benefit Life’s 
intensive Home Office training 
programs are so popular, and why 
graduates like Allen H. Stoecker 
of Newark, N. J., find success 
more quickly. The ability to give 
sound, helpful service creates more 
clients than attempting to sell 

an unwilling prospect. 


om 
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‘McHANEY TELLS LOMA 


Management Must Help 
Supervisors Interpzet 
Policies To Employes 


Top management must create an 
atmosphere which will encourage, and 
circumstances which will enable su- 
pervisors to understand and interpret 
change and convey these interpreta- 
tions to those under their supervision, 
President Powell B. McHaney of Gen- 
eral American Life told the annual 
conference of Life Office Management 
Assn. at Washington, D. C. 

The chief executive officer should 
define the personnel manager’s job to 
reflect accurately the long-range pol- 
icies in selection, training, internal 
communications and human relations 
which should originate with the per- 
sonnel manager, Mr. McHaney said. To 
discharge the responsibility soundly, 
the personnel manager must possess 
the status and receive the information 
necessary to make certain that the 
manpower of the _ organization—its 
principal resource and more important 
capital—is always in good condition. 

Today’s manpower shortage is more 
than a problem in recruiting. Selec- 
tion, training, executive development 
and looking toward the manpower 
needs of the future are essential phases 
to be considered by the personnel 
manager. 





Stressing the importance of iden- 
tifying the individual with the cor- 
poration and its purposes, Mr. Mc- 
Haney noted that the key to this lies 
in knowledge of the corporation’s ob- 
jectives, the methods by which it seeks 
to achieve them, the principles and 
philosophy which govern its opera- 
tions and understanding of the indi- 
viduals, their wants, desires and mo- 
tivations. 

To illustrate his ideas on personnel 
problems, Mr. McHaney referred to 
the accomplishments which have oc- 
curred in his own company, where 
management promulgated a_ stated 
philosophy and a set of principles 
that emphasized the dignity and im- 
portance of the individual. Recalling 
a period seven years ago when hozne 
office morale was low due to poor 
working conditions, he outlined steps 
taken to create a work environment 
in which each individual would want 
to work to the best of his ability and 
would feel a sense of moral gratifica- 
tion in achieving high standards and 
a sense of pride in and loyalty to the 
company possessing high standards. 


The first step was to remodel the 
home office and to install modern 
equipment. A manual of functions and 
duties was published, spelling out the 
responsibility and authority of every 
organizational unit and every super- 
visor. 

Also created were an employes’ ad- 
visory council composed of 18 non- 
supervisory associates appointed by 
the president, a junior board of middle 
management supervisors and a senior 
officers committee. Mr. McHaney said 
all three groups meet with him at 
specified intervals to discuss areas of 
operations and to make suggestions. 
These advisory bodies and the entire 
home office staff are aware of oper- 
ating costs. They are all part of the 
planning process and are aware that 
they can share in the financial bene- 
fits of resulting improvements. 

General American is a far more ef- 
ficient organization than ever before, 
as a result, he said. 














NASHVILLE 


FOR THE MAN READY FOR 





General Agent Qualification 


We have currently available a splendid opening in Nashville, 


Tennessee for the man ready for General Agent operation. 


This opening offers unlimited opportunity. National 
Reserve Life has exceeded the Two Hundred Million Dollar 
mark of Insurance In Force—and is continuing its vigorous 
expansion program throughout its entire operating territory 
ranging from California to Florida. 

You are assured complete home office cooperation. Write for 


detailed information—all correspondence completely confiden- 


tial. 


H.O. CHAPMAN...... President 
S.H. WITMER...... Chm. of the Board 


Vy NATIONAL RESERVE 











TOPEKA + SIOUX FALLS 





STRENGTH 


eat 


"% to endure... 
\. CAPACITY to serve 





Like a mighty Suspension Bridge, Southland 
Life Insurance Company was built with 


% Over $200,000,000 in Assets STRENGTH to Endure and CAPACITY to 
* Over $1,100,000,000 of Serve the needs of the American people. Today 
Insurance in Force Southland Life serves over a half-million 
x Capital ond Surplus Funds of American families with one or more of its 
over $9,250,000 protection plans. At the left are a few quick facts 


about Southland Life Insur: C ae 

* Fifteenth largest publicly- titan 
owned (stock) life insurance 
company in the United States 


: " 
% 1,600 Employees and Agents Southland Serving) Hr 
4 63 Offices in 16 States ond aa Company | 


the District of Columbia 





Home Office, Dallas, Texas 
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St., Tel. Exbrook 2-3054. Richard G. Ham- 
flton, Pacific Coast Manager. 


CHANGE OF ADDRESS 
Be certain to enclose mailing label with 
new address. Allow four weeks for comple- 
tien of the change. Send to subscription of- 
fice, 420 E. Fourth St., Cincinnati 2, Ohio. 
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Kiplinger’s Hits Auto Extravagance 


“Is Your Car Keeping You Broke?” 
asks Changing Times, the Kiplinger 
magazine in its October issue. 

The answers tie in aptly with our 
recent editorial on automotive extrav- 
agance as life insurance’s biggest com- 
petitor. Reprints of the article could 
well be used to jar prospects and cli- 
ents who “can’t afford” more life in- 
surance but seem to have no trouble 
affording the latest in begadgeted au- 
tomobiles. In fact, it packs such a 
high-powered wallop that agents 
would need to use diplomacy in the 
way they called it to people’s attention. 

Car ownership statistics, the article 
says, “do a lot to explain why the 
typical American family ... has a 
busted budget. There is increasing evi- 
dence that our cars are keeping us 
broke. The typical car owner says he 
spends “oh, maybe $25 a month on 
her.” But, says Changing Times, his 
actual costs are close to $1,000 a year. 

“He blames his pinched budget on 
everybody from his wife to the den- 
tist. Actually, his trouble is that he 
has never consciously made room in 
the budget for the expense of buying, 
feeding and grooming Old Two-Ton. 

“He says that ‘after all, you just 


can’t live out here without a car.’ Ac- 
tually he has purchased not just this 
needed transportation but also style, 
comfort, convenience, surplus horse- 
power, surplus speed, self-esteem, ele- 
gance ... who is to deny him the 
thrill of driving to the hardware store 
on Saturday morning if he values it? 
The point is that he had better know 
what he is doing, and the truth is 
that he doesn’t. 

“Billions of dollars worth of adver- 
tising, national habits molded over 
three decades, the demands of the ego, 
and careless accounting have nudged 
family after family into accepting this 
sort of situation without examining 
it.” 

We're sorry Changing Times doesn’t 
have the circulation of the Saturday 
Evening Post or Life. But agents who 
want to can increase the readership of 
“Is Your Car Keeping You Broke?” by 
distributing reprints where they’ll do 
the most good. Reprints cost $18.75 
for a minimum quantity of 200 (un- 
less it becomes a stock item) and at 
reduced rates for larger quantities— 
$24 for 500, for example. The address 
is 1729 H street, N.W., Washington 6, 
D.C.—R.B.M. 


Local Agents Don't Press For Life 


Up to now, fire and casualty com- 
panies that have organized or pur- 
chased life companies are in most 
cases rather disappointed at the life 
production they have received from 
their established fire and casualty 
agency organizations. 

There appear to be two important 
reasons for this. One is that most lo- 
cal fire and casualty agents writing 
any volume of life business have had 
satisfactory life insurance connections 
for a number of years and are not in- 
clined to eliminate them. The mere 
fact that one of their fire and casualty 
companies has gone into the life bus- 
iness through an affiliate is not neces- 
sarily a compelling reason for them 
to give up their old life company 
connections. 

The other reason for a disappoint- 
ing life production from the general 
writing agent is that many property 
insurance agents are not accustomed to 
going after business in the way that 
is followed by the life agent. For ex- 
ample a local agent who is dealing 
with the owner of an industrial plant 
or a large mercantile establishment is 
writing a very considerable volume of 
property insurance on properties hav- 
ing a high value and involving large 
premiums. Such an agent is getting 
various kinds of business from these 
large property owners, and he is not 
usually disposed to make a spirited 
sales talk on life insurance because he 
feels it might be disturbing to or re- 
sented by the property owner. 

In such cases insured often tele- 
phones the local agent asking him to 
place additional coverage on this, that 
or the other property. He is accus- 
tomed to the agent telling him of new 
coverages and kinds of insurance he 


might carry that he had not known 
about. The local agent counsels with 
him on engineering and fire protec- 
tion problems. This is a commercial 
business matter as contrasted with 
life insurance, which is _ wholly 
personal. 

There is a feeling on the part of 
many local agents that the injection 
of a vigorous or persistent life insur- 
ance presentation would endanger the 
customer relationship. While it is true, 
of course, that the writing of life in- 
surance would increase the agent’s 
commission income, there are many 
who are willing to present life insur- 
ance only in a minor key, offering it 
as a suggestion or an idea but not 
making a strong sales talk for it— 
Howard J. Burridge. 


PERSONALS 


D. Gordon Hunter, chairman of the 
agency committee of the board of 
Phoenix Mutual, has been elected pres- 
ident of Defense Orientation Confer- 
ence Assn., which consists of persons 
who have participated in joint civilian 
orientation conference held by the 
Defense Department to acquaint civil- 
ian leaders with national defense pro- 
grams and policies. 











Vincent B. Coffin, senior vice-presi- 
dent of Connecticut Mutual, was prin- 
cipal speaker at the kickoff meeting 
for the Knoxville Community Chest 
campaign. He is national secretary and 
a director of United Community Chests 
& Councils of America and president 
of New England Community Chests 
& Councils. 


Elmer O. Bierbaum, Union Centra] 
Life agent at Cherokee, Ia., was hon- 
ored at a special joint luncheon of the 
Kiwanis and Rotary Clubs at Cherokee 
for his record of 178 consecutive 
months as a member of his company’s 
parade of stars. John A. Lloyd, presij- 
dent of Union Central Life, was the 
principal speaker at the luncheon. 


Sol Sackheim, supervisor of the 
Schwemm agency of Chicago, was hon- 
ored at a luncheon at the Union 
League Club in recognition of his 25th 
anniversary with Great-West Life. D. 
E. Kilgour, general manager of Great- 
West, paid tribute to Mr. Sackheim 
for his part in developing the agency 
since his appointment in 1942. 


George W. Smith, chairman of New 
England Life, has been named chair- 
man of American Child Guidance 
foundation and John Barker Jr., vice- 
president and general counsel, has been 
elected a trustee. The foundation is a 
national organization dedicated to 
solving problems of delinquency and 
mental health among children. 


A. C. Larson, former Wisconsin man- 
ager for Central Life of Iowa and still 
active as an agent for the comnwany at 
Madison, Wis., observed his 82nd birth- 
day Oct. 1. 


Dallas R. Alderman, vice-president 
of Kansas City Life, underwent sur- 
gery at Research hospital in Kansas 
City and afterwards was reported in 
good condition. Mr. Alderman broke a 
hip bone at the Kansas City Club and 
surgery was done to repair the injury. 


Clyde Parnell, in charge of adver- 
tising and company publications for 
Old Line Life of Milwaukee, directed 
the Cudworth Legion post chorus of 
Milwaukee to a singing championship 
at the Americn Legion national con- 
vention in Atlantic City. 


DEATHS - 


BARNITZ G. BALL, 84. vice-presi- 
dent and treasurer of Columbus Mu- 
tual Life. died while sitting in his 
yard at Columbus, O. He was also a 
member of the board. His father. Dan- 
forth E. Ball Sr., is president emeritus 
of Columbus Mutual. 











T. L. BARNES, 75, retired Jowa re- 
gional manager of Franklin Life. died 
at Des Moines. He had been ill for 
the past year. Serving as Iowa re- 
gional manager for 33 years, Mr. 
Barnes had retired two years ago. 





Private Reserves Up $1.8 Billion 


Individuals’ equity in private in- 
surance and pension reserves grew by 
$1.8 billion in the second auarter, 
somewhat lower than in recent periods, 
according to Securities & Exchange 
Commission. 

The decline was due to a decrease 
in the net flow of money into insur- 
ance reserves, while private nension 
funds continued to increase, SEC re- 


ported. 

Funds totaling $1.2 billion went into 
government insurance and pension re- 
serves. This continues as Jess than in 
1956. chiefly due to larger benefit pay- 
ments from the OASI fund due to 
broadened coverage. 





Golden State Mutual Life of Los 
Angeles has entered Arizona, its sixth 
state. 


a 
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Insurance Economic 
Society Elects Watt 
To Succeed McCord 


CHICAGO—Paul W. Watt, presi- 
dent of the Washington National, was 
elected president 
of Insurance Eco- 
nomics Society at 
its 15th annual 
meeting this week 
at the Edgewater 
Beach hotel. 

Mr. Watt, who 
has been with 
Washington Na- 
tional since 1930, 
and has served on 
various commit- 
tees of organiza- 
izations devoted to 
the develop- 
ment of life and A&S insurance, on 
accepting the office referred to the 15 
years of constructive work performed 
by the society, particularly its vigorous 
and successful opposition to compul- 
sory sickness insurance proposals at 
both the state and federal levels. “Over 
the years,” he said, “the society has 
not only compiled a worthwhile record 
legislativewise but at the same time 
has been a source of creating good 
public relations for the business.” 

The retiring president, E. A. McCord, 
president, Illinois Mutual Casualty, 
in opening the meeting gave in detail 
his observations of ‘the work per- 
formed by the society during his term 
of office and paid tribute to the suc- 
cessful achievements of the organi- 
zation over the years under its man- 
aging director, E. H. O’Connor. 

Before a well attended meeting Mr. 
O’Connor reviewed the’ 1957 legisla- 
tive developments and reported on the 
suceessful disposition of 19 compul- 
sory cash sickness bills introduced in 
nine states. He emphasized the point 
that “no state has adopted a compul- 
sory cash sickness plan since 1949 
although since that time 167 such bills 
have been introduced in 19 states.” 
Mr. O’Conner then gave an outline of 
the problems ahead in 1958 both in 
Congress and in the states. 

The meeting closed with the elec- 
tion of the officers recommended by a 
nominating committee consisting of O. 
D. Sanford, president, Northwestern 
Life; H. Smith Hagen, president, Mid- 
land National Life, and W. G. Alpaugh 
Jr., president, Inter-Ocean. The of- 
ficers are: Theo. P. Beasley, president, 
Republic National Life, 1st vice-pres- 
ident; W. J. Hamrick, agency vice- 





Paul W. Watt 


: president, Gulf Life, 2nd vice-presi- 


dent, and H. O. Fishback Jr., vice- 
president, Northern Life, secretary. 
Elected to the executive committee for 
terms of three years were: Edwin W. 
Craig, chairman, National L.&A.; John 
T. Acree Jr, president, Lincoln Income 
Life; James E. Powell, vice-president, 
Provident L.&A; Frank S. Vander- 
brouk, president, Monarch Life of Mas- 
sachusetts, and Mr. McCord. 


Little Rock GA Assn. 
Endorses Law And Order 


In Integration Dispute 


Urging citizens of their city to sup- 
port law and order in connection with 
recent troubles arising from integra- 
tion of schools, members of Little Rock 
General Agents & Managers Assn. 
at their October meeting unanimously 
endorsed a “statement of objectives 
and rededication of principles” to that 
effect. 

The statement, which was adopted 
by a group of leading Little Rock 
citizens, was submitted to the Little 





Rock association and reads as follows: 

“We believe that the people of the 
city of Little Rock regardless of their 
feelings about segregation: 

1. Believe in and are dedicated to 
government by law and order. 

2. Detest and condemn violence. 

3. Have faith in the use of demo- 
cratic legal processes for the settle- 
ment of differences. 

4. Need a period of continual calm 
consideration of all the facts and cir- 
cumstances. 

“Therefore we call upon all of the 
citizens, and organizations of citizens, 
to resolve that they will: 

a. Uphold those who enforce laws 
without reservation. 

b. Condemn violence and the threat 
of violence or the encouragement of 
violence. 

ce. Join unitedly in daily prayer for 
guidance and counsel for all who lead 
our people.” 

Members also heard Lyle Pelton, 
consultant in the company relations 
divison of LIAMA, speak on “Pre- 
Contract Training as It Is Being Used 
Today.” Mr. Pelton pointed to statis- 
tics which show that those agents who 
have been brought into the life busi- 
ness on a pre-contract training basis 
have better records in production and 
persistency than those who enter un- 
der other procedures. 





Ardrey Named Trustee, 
Seven Are Promoted At 


Equitable Life Of lowa 


Equitable Life of Iowa has elected 
Alex H. Ardrey, president of Bankers 
Trust Co. of New 
York, to the board 
of trustees and has 
promoted seven 
members of the 
home office staff. 

Promoted to new 
posts are: J. W. 
Hubbell to vice- 
president and sec- 
retary, J. H. Wind- 
sor to vice-presi- 
dent and treasurer, 
R. H. Richards to 
financial vice- 
president, J. P. 
Murphy to  ac- 
counting vice-president, H. T. Sears, 
to administrative vice-president, J. W. 
Hubbell Jr. to assistant financial vice- 





J. W. Hubbell Jr. 





J. P. Murphy J. H. Windsor 


president, and K. E. Westerbeck to 
superintendent of bonds. 

J. W. Hubbell joined the company 
in 1932 as secretary and a member of 
the finance committee, and in 1939, 
he was made secretary and treasurer. 
Mr. Windsor joined the investment 
staff of the company in 1931 and was 
elected a trustee in 1955. Mr. Richards 
came with the company in 1947 and 
was named superintendent of bonds 
in 1949. Mr. Murphy has been with the 
company since 1928, being named as- 
sistant treasurer in 1946. 

With the company since 1934, Mr. 
Sears was advanced to assistant vice- 
president in 1951. J. W. Hubbell Jr., 
started with Equitable in 1946 in the 
city loan section, was named loan su- 
pervisor in 1949 and assistant treasur- 
er in 1953. Mr. Westerbeck joined the 
company in the bond section in 1938, 
and in 1951 was named assistant super- 
intendent of bonds. 


Beneficial 


THOUGHT 


Good salesmanship is made up of many 
things. One of the most important, second 
in importance only to getting that first 
order, is to keep the customer sold. 


You only keep him sold by taking care 
of him. Business is sensitive. It goes where 
it is invited, and stays where it is taken 


care of. 


Very important thoughts for us in the 
business of life insurance. 
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BENEFICIAL LIFE 


is your 


let VPA life insurance Company 


BENEFICIAL 
David O. McKay, Pres. rd Salt Lake City, Utah 





FOR A BRIGHTER TOMORROW... 
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SHENANDOAH 






: For the well qualified und: 
opportunity is REAL in our 
rapidly expanding Agency operatic 
We offer a definite plon for 
advancement in a fast growing, 
progressive company, plus . . . 


eo 


A new and modern contract; 
a liberal financing plan; a 
bonus on paid business for 
NQA winners and for those 
receiving CLU designations. 
For details, : 


Write G. Frank Clement, Vice President 
in Charge of Agencies 











Shenandoah Life 


Insurance Company 


+ Roanoke, Virginia 


Home Office 
A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POL 
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Why the Institute of Life Insurance 
Is continuing its 


anti-inflation campaign this Fall 


By HOLGAR J. JOHNSON 
President, Institute of Life Insurance 


This Fall the Institute of Life Insurance will continue its anti-inflation advertising program 
on a broader basis than the messages which appeared this Spring. Because the question 
of inflation is so vital to the nation’s future, the Institute is taking this space to explain 
why the program is being continued and the thinking that went into its preparation. 


It is axiomatic that the life insurance business has a 
moral responsibility to do what it can to help protect the 
purchasing power of the dollar. On behalf of its policy- 
holders and their dependents, life insurance must stand 
in the front ranks of the fight for a stable dollar. Demon- 
strating recognition of this responsibility, 5 of the 14 
annual Co-operative Advertising Programs have carried 
anti-inflation messages to the American people. 


Today the stability of the dollar is being challenged by 
creeping inflation. This threatens the future financial 
security of every American. Therefore, with the approval 
of its Planning Committee and the Board of Directors, 
the Institute will continue to discuss this issue directly 
with the newspaper readers of the country. In a series of 
messages, people will be reminded what they, as in- 
dividuals, can do to help head off inflation. 


Here are five reasons why the Institute decided to 
maintain the anti-inflation program in this, the fifteenth 
year of the Co-operative Advertising Program: 


Surveys show that a majority of the American 

1 » people are now aware that a state of inflation exists 
today. What is needed at this time is to alert them 
to measures that can and must be taken if inflation 
is to be checked. 


2 Life insurance promises dollars for future delivery. 

¢ The business has a moral responsibility to its 106 
million policyholders and their beneficiaries to help 
preserve the purchasing power of those dollars. 


The American people will respond to a business 
which allies itself with them by spearheading a 
drive to hold down the prices of the things they buy. 


A positive program creates an environment which 

A. will cause other businesses and organizations to join 
in the fight against inflation. Obviously, no one 
business can win this fight alone. But as others join 
—and some already have—more and more weight 
will be brought to bear on one of the major 
problems in our economy. 


Last Spring’s anti-inflation messages by the Insti- 
> tute received nation-wide endorsement, as evidenced 
by hundreds of editorials and letters. 


How the Institute of Life Insurance is continuing 
its Anti-Inflation Campaign this Fall 


The Institute believes that the best way to defeat inflation 
is to enlist the public’s participation in the fight. 


Beginning the week of October 14th, a series of 14 
advertisements will start in 540 newspapers throughout 
the country. One of the advertisements is shown, in re- 
duced size, on the facing page. Every one of these mes- 
sages will be aimed at outlining to the citizens of the 
United States what they can do to help stem the rising 
tide of inflation. 

The ads will counsel wise buying, increased saving, and 
a closer watch on government spending—federal, state 
and local. Some will discuss the need for greater pro- 
ductivity on the part of employees and employers. And 
each will make the following statement: 


i Why the life insurance companies 
are bringing you this message: 


**706 million policyholders have made life insurance America’s 
most widely used form of thrift. In the interest of these policy- 
holders—in the interest of all of us—the life insurance companies 
feel they have a duty to help preserve the purchasing power 
of the dollar.” 

We believe that something can be done about inflation. 
We ask the assistance of all life insurance people in 
doing it. 

Materials to tie the home office and field forces of the 
nation into this campaign are now being distributed— 
and on a wider basis than ever before. The extent to 
which you actively use these materials can play an 
important part in broadening the effect—and the success 
—of the Institute campaign. 


May we count on your co-operation? 
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Ideas That Work 





ales 


Many Small Sales On 


Large Number Of 


Lives Was Key To Success For John Utz 


John A. Utz, Kansas City Life, Va- 
lencia, Pa., has sold more than $1 mil- 
lion annually for three years, mainly 
through small cases on a large num- 
ber of lives. He does well with young 
prospects. How he organizes and car- 
ries out his work was described in a 
talk at the annual meeting of Million 
Dollar Round Table at White Sulphur 
Springs, W. Va. An abridged version 
of Mr. Utz’ talk, “Young Clients Do 
Grow Up,” follows. 


By JOHN A. UTZ 
There seems to be a phobia in the 
life insurance business that writing a 
lot of cases takes a _ tremendous 
amount of werk. I agree. Isn’t it true 


that the hardest thing to do in our 
business is to do a day’s work every 
day? But I once heard that there are 
two ways to get to the top of a tree: 
One is to sit on an acorn—and wait; 
the other is to start climbing! 

There are days in every business 
when one becomes discouraged and 
wonders if he is in the right business. 

At least such was my frame of mind 
one day back in 1952. I had some deep 
misgivings about the life insurance 
profession. I began wondering wheth- 
er this business was for me, after 
coming home from another long, frus- 
trating 6-hour day without getting 
any applications or prospects. And to 
make matters worse, one of my policy- 





Bob Rose tells you about opportunity 


“Put yourself in 
Occidental’s 


“The chance to build my own 
agency in a new area of opera- 
tion—that’s the opportunity Occi- 
dental gave me,” says Florida 
manager Robert L. Rose. “With 
a solid product like our new non- 
cancellable disability contract and 
the full support of a cooperative 
home office team, I’m happy to 
be in the Occidental management 


picture.” 


In a year’s time, Bob Rose 

of the leading Occidental agencies at Fo 
There’s management opportunity in 

, DC,, 
Write ’Cou Browne, Vice President 


Alabama, Georgia, Mississippi 


OCCIDENTAL 


HOME OFFICE * RALEIGH 


with Occidental 







OF NorTH CAROLINA 








holders had cancelled his policy. 
Should I change my occupation? 

I learned that my real trouble was 
not to be solved by changing occupa- 
tions. I was like the fellow that went 
running into the boss’ office, threw 
down his rate book, brief case and 
supplies on his desk and said, “Boss, 
I’m through! I quit!” “What do you 
mean, you quit? You can’t quit .. 
you’ve never been in the business! 


You should keep records ... I 
hadn’t. 

You should be well-organized .. . I 
wasn’t. 


But I did realize that the easiest 
way to keep a man, if he wants to 
leave his job, is to increase his salary. 
So I called a board of directors meet- 
ing, of which I was president, vice- 
president, secretary and _ treasurer. 
“We” decided more could be accom- 
plished in the coming year if my sal- 
ary was increased $1,200 (which I felt 
was fair). Ever since that first board 
meeting, and the quarterly meetings 
that followed, my board has kept me 
well-informed about my business and 
on the right track. It is the field work 
I love, but those records on black and 
white are essential to consistent, hap- 
py field work. 


At one of my first Kansas City Life 
President’s Club meetings a charter 
member of Million Dollar Round Ta- 
ble, Dix Teachenor, said this to me: 
“Johnny, if a fellow is not worth going 
to see, he is not a prospect.” He was 
answering my question about using 
the telephone. Dix is a great guy and 
an inspiration to me and, I’m sure, to 
a lot of other young men in our busi- 
ness. 

Except for repeat business with a 
present client, I know I use the phone 
for appointments less than twice a 
year. Writing 200 lives a year without 
phoning for appointments might lead 
you to think that I do unnecessary 
leg-work. But let me illustrate with a 
story. It may not be as hard as you 
think: 

I work about 45 hours a week and 
take one month vacation. My first 
year writing $1 million I worked three 
nights a week and most Saturdays. 
But now when I work nights, I take 
the morning off and have a big meal 
at noon with the family. I can enjoy 
my family as much in the morning as 
you can enjoy your family in the eve- 
ning. Even the nights I work, I get 
home about 9:30. I can see where 
each year it gets easier to eliminate 
night work, but if you feel sorry for 
yourself working a few nights, look 
around at other occupations. For com- 
parison’s sake, the doctor works five 
nights a week (and he is always on 
call). The minister’s task is identical 
but his work-week includes Sundays. 
The contractor checks his jobs during 
the day, is up every morning by 7 
am., and his evenings -are_ spent 
checking blueprints with his clients. 
The bank opens at nine in the morning 
and closes at three, but if you check 
carefully you'll find the executives 
working 60 hours a week. The lawyer 
may look like he is working only when 
court is in session, but God help the 
defendant whose lawyer is not plan- 
ning far into the night! 

I believe anything that is reason- 
able is possible; but first there must 
be a goal, and second, a plan to reach 


that goal. At 25, I felt it would be im- 
possible to hit Million Dollar Round 
Table by selling $1 million of new 
business in one year. But I did think 
it would be reasonable to sell $3,000 
every day, excluding Sunday. 

And sure enough, it was! 

Here is my daily routine: Even 
though I have an office in Pittsburgh, 
my main office is in my home. I write 
only 15% of my business in the big 
city. The other 85% is in the growing 
rural areas that house people working 
in Pittsburgh. My plan is to call on 
three people a day that I expect to 
sell. It is like cold canvassing in that 
they don’t know I’m coming. But, 
believe me, it isn’t, for they are “hot 
prospects”, as far as I’m concerned. 
I know quite a bit about them and 
have a definite reason for them to be 
interested. 


I spend two hours in the morning 
screening and picking the three I’m 
going to call on. I get their approxi- 
mate age, where they work, when 
they can be seen, whether they are 
married, and in general what kind of 
people they are. I’ve found that I get 
a much better response when I ask a 
client or friend for facts about a defi- 
nite individual, rather than, “Do you 
know anyone who is getting ahead 
that may need life insurance?” For 
example, let’s say I notice a new man 
at the nursery or new home in the 
community. I call someone I know 
that might know him and get my in- 
formation from him. I tell him why 
I’m interested and most of all, I re- 
port back the results. 

Now, where do I get the names of 
the three people I am going to see on 
any given day? The young fellows 
going into service are good prospects 
—especially since Congress _eliminat- 
ed the free G.I. insurance. The young 
man entering college, or the young 
man starting his business career. The 
high school yearbook gives their main 
interests, nickname, and the course in 
which they graduated. If they are not 
going to college, I see them immedi- 
ately. If they are going to college, I 
have good prospects four years hence. 
However, many college students be- 
come prospects before graduation, 
through their father’s interest and 
purchasing power. The local newspa- 
per gives me current information 
which helps locate new prospects. 


All these sources of information, 
and more, just to get three names. If 
I get more, I call on what looks like 
the best three. I usually have about 
six, but I’m always adding and 
scratching. After my morning’s work 
of prospecting, I know where I’m go- 
ing that day and possibly the next, but 
very seldom am I more than a day 
ahead in planning. 

I now know where I’m going and 
who I’m going to see. 

When I get there and knock on the 
door, if a young fellow comes to the 
door around age 26, and I went to see 
a young fellow aged 26 named Jim, I 
say: 

“Hello, Jim Wilson? My name is 
Johnny Utz. You probably don’t know 
me from Adam, but we have some 
mutual friends and I have something 
I want to show you. Life insurance is 
my business, but I’m interested in 
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living as well as protection. When I’m 
45 or 55 I don’t think anyone is going 
to come to me and say, ‘Johnny, you 
have been a good and faithful worker. 
Here is $5,000 for a business oppor- 
tunity, or here is some money to put 
Connie through school.’ 

“Jim, that doesn’t happen, and in 
this day and age it is quite hard to 
save money. But you do like to save, 
don’t you, Jim? Let’s keep it small 
and use $10 a month for example. I 
never like to look forward more than 
20 years and this is what happens. I 
call it our ‘three-in-one.’ Assuming 
that you live (and if you don’t live 
20 years you’re a bad risk!) at $10 a 
month your total saving is $2,400. Even 
though your protection was worth 
something, let’s say you come to me 
and say after 20 years, ‘Johnny, I’m 
glad I had the coverage but now my 
family is raised. How much of that 
money can I get back?’ 

“Jim, you get every dime back. This 
is like a 20-year endowment, with a 
cash value of $2,400. Or if you don’t 
want the money, but want to stop the 
premiums and leave the money with 
the company, you have a 20-pay life 
option of $5,000, twice what you have 
deposited. In the meantime, however, 
until you decide whether you need 
the cash, or want to take the paid-up 
option or continue saving, you are in- 
sured on the ordinary life basis for 
$10,000.” 


After going over it with him, and 
with his wife if he is married, I make 
sure he understands it on the live, 
die and quit, basis. Not very often, 
but once in a while if he balks at the 
idea of not being able to get his money 
back in two or three years, I say this: 

“Jim, there is no .reason why the 
company could not give you back 
everything in three years; but if they 
would, you would take it, and it would 
defeat the purpose you have in start- 
ing it now. You would never get any 
more saved than you do in your bank 
account. Would that really be a saving 
plan?” As Art Priebe puts it, “They 
keep the cash value small in the 
early years for the same reason God 
makes little green apples. You can’t 
enjoy them as little green nubbins; in 
fact they will make you sick. But, oh, 
what wonderful results at maturity 
when they are ripe!” 


The Closing Pitch 


And now, the all-important close: 
About 20% of the time, and somehow 
you can tell, it’s just the matter of 
asking for the app and the money. The 
other 80%, however, I say something 
like this: 

“Jim, I have found this to be true: 
A person is either 51% interested or 
51% disinterested, after understand- 
ing this savings plan. I don’t want you 
to make up your mind now but I 
want you to think about it for, let’s say 
two weeks. If you are 51% interested, 
I get the information I need today, 
and in two weeks when I have the 
actual plan, I’ll bring the policy and 
go over it again with you. Then, if 
it’s what you like, you sign for it and 
deposit your first premium. If you 
don’t take it, I merely send it back. 
You wouldn’t be a very good adver- 
tiser for Johnny Utz if I did anything 
to the contrary, and Jim, my adver- 
tisers are my best source of business. 
Do you like the savings plan 51%?” 

Results: Application obtained on 
first interview 80% of the time. Only 
20% of these are prepaid, but on 180 
apps a year I have only about half of 
1% that are not taken and sent back. 

Curiously, I had a small phobia 
about calling on my friends—even 


after four years in the business. Here’s 
an approach that has really helped me 
on this score and it goes like this: 

“Jim, you know me well and you 
know that life insurance is my busi- 
ness. I want to show you and Sally 
something that you may or may not 
like. But at least you will have known 
about it and I can say I did my part. 
It takes me off the hook, and neither 
you nor Sally can ever say that I 
didn’t mention and recommend it. I’ve 
never called on anyone more than 
twice, so I want you both to listen 
and see if this does or does not fit 
your plan.. .” 

I’ve heard it said that one will lose 
prestige by not calling on the phone 
first. Except for old clients whom I 
believe should be called for an ap- 
pointment to review their programs, I 
don’t agree. Thank God, though, that 
we do work differently or we would 
all be calling on the same people! 

Even though most of my business 
has been small package sales, after 
delivering the policy I let the fellow 
know that this is just a start and I 
want to always be his insurance man. 
If he tries five other companies, he 
will get five plans just as good as 
mine. “But let’s be successful to- 
gether!” By birthday cards and com- 
munity activity I keep my name in 
his mind. Last year almost 70% of 
my business came from my 1,150 pol- 
icyholders. 

Let me give you one example of my 
experience with my largest client: 

A small garden tractor business 
opened up about a mile from my 
home. I stopped and met the owner, 
wishing him luck and telling him ny 
business, life insurance. I told him I 
didn’t stop to talk life insurance that 
day but I would be back. He men- 
tioned that he had dropped his G.I. 
insurance but had enough money 
that if anything happened, his wife 
would have more than enough. To 
make a long story short, I stopped 
back in about three weeks and he 
took $25,000 term—I think mainly be- 





cause he was ashamed not to own any 
insurance. 

I delivered the policy about 10:30 
in the evening at his office. The very 
next morning at 8 he called me on the 
phone and wondered if he could as- 
sign the policy he had purchased. I 
told him sure, but that I would be 
right down. I stopped by and found 
that he was borrowing $25,000 from a 
bank in Pittsburgh for his business. I 
said: “I think you should have another 
$25,000 and assign it.” 

To my amazement, he picked up the 


phone right then, called the bank and 
told them that I had suggested an- 
other $25,000 for the assignment. 
“Would that be all right?” Of course 
it was all right. I was happy with my 
$25,000, but one day later, I had 
$50,000 on him. : 

Last summer, he called my office 
and asked for me. I wasn’t home so he 
told my wife jokingly (she thought) 
to tell me to get in touch with him as 
he wanted another $200,000. He wasn’t 
joking! He had bought the tractor 

(CONTINUED ON FOLLOWING PAGE) 





WANT ADS 











GENERAL AGENT DESIRES CHANGE 
B. S. Lehigh 1940; LIAMA graduate. Twelve 
years insurance background in life and non- 
can... past 8/ years general Png age 42. 
Seeks general agency or home office post with 
an agaressive, expanding ¢ y. Write Box 
HNY-67, Advertising Dept., The National Un- 
i ai Co., 17 John St., New York 38, New 

ork. 











2 Florida Management 
openings 
Prominent national company will make an at- 
tractive offer to two competent life men experi- 
enced or interested in sales training and super- 
vision.  aompet 4 in Miami and Tampa. Write 
home office via Box #X-3, c/o The National 
~—" Co., 175 W. Jackson Blvd., Chicago 








C.L.U. AVAILABLE 

Southern California location preferred. 9 years 
successful experience in Life and Accident & 
Sickness Sales and sales training. Now located 
on east coost as assistant manager with Major 
Life Co. Age 36, Married. Reply Box X-9, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








PENSION ACTUARY 


Consulting organization in Philadelphia desires 
to employ a Fellow or an Associate to manage 
small but rapidly gate Mathematical and 
Statistical Department. Excellent opportunity 
with ultimate firm membership in prospect. Re- 
ply Box X-5, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 





to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Bivd. Individuals placing ads are requested 
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AGENCY SUPERVISOR 
Wanted by 
TOP LOS ANGELES AGENCY 


Excellent opportunity offered to experienced life insurance man desirous 
of locating in California. Attractive salary and bonus arrangement as- 
sures splendid future. Successful applicant's immediate responsibility 
will be primarily concerned with recruiting and training new full-time 
agents, but he also will be charged with some responsibility in the super- 
vision of the agency's full-time representatives. Man must be between 
28 and 35. Agency represents a highly respected more than century-old 
mutual life insurance company which is among the leaders in the business. 
Company is noted for low net cost and offers a wide variety of highly 
competitive contracts. Please address 
number giving full details about yourself. Our agency staff knows of this 
advertisement. All replies held in strictest confidence. Box #X-!, c/o 
The National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


ur reply to the following box 











GROUP SALES OPPORTUNITIES 


The rapid expansion of the group division of a national New England 
located life insurance company creates opening for several experi- 
enced group representatives. Assignment available in a number of 
major cities across the country. Here is an excellent future with fine 
advancement, income, and benefit advantages. Compensation by 
salary and bonus. All replies confidential. Box X-12, ¢/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











ASS’T MEDICAL DIRECTOR 


for one of the older and larger 
mid-western companies, writing 
all lines. Salary open to negoti- 
ation. Replies confidential. Write 
Box X-13, c/o The National Un- 
derwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Illinois. 








Philadelphia agency of a large national 

insurance company wants supervisor capa- 

ble of becoming a General Agent in 6 
oh 





CONSULTING ACTUARY 


Splendid opportunity for competent man 30-45 
years of age. Guaranteed salary, stock in com- 
por. Potential earnings $10,000-$20,000 per year. 
eplies held strictly confidential. Write, Phone 
or Wire; Claxton, Comer & Co., Actuaries and 
Insurance Printers, 530 Lucky Street N.W., At- 








lanta, Ga. 


This man must train and recruit men and 
produce, personally, an average of $1,000 

thly i Write, stating 
experience and qualifications. All inquiries 
confidential. Box #X-4, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 


lized pr 

















WANTED 


Manager of Life department in Fire & 
Casualty General Agency. Located in Los 
Angeles area with complete training. Sal- 
ary commission for right manager. 


Man should be experienced in life sales, 
28-45 with 2 years in Los Angeles area. He 
will recruit, train and supervise new agents. 





Over 3,000 C Ity ts are now 
serviced from this office—giving the life 
Manager a fine base from which to begin. 
The Life Company is one of America’s most 
rapidly growing companies in the !/2 billion 
class, with assets over 100 million. Splendid 
home office cooperation with complete 
fringe benefits for the Manager. Address 
Box X-6, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 
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lito OF Goorgia'e Now Boet Sollar/ 


*With New Babies Covered Just 
Eight Days after date of birth. 
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A CAREER OPPORTUNITY 
for building YOUR OWN Agency 
with 





WISCONSIN = ~L=” sf 
NATIONAL LIFE = . 






Wisconsin National Life’s expansion program offers YOU an 
inspiring opportunity to be a GENERAL AGENT. 


OPPORTUNITIES available in Wisconsin — Michigan — Illinois 
— Indiana — Minnesota. 






WNL is a medium sized aggressive company and offers a 

variety of Life and Accident and Sickness coverages, adequate 

territory and help in recruiting and financing new agents. 

WNL is the right size Company — large enough for recognition 

and prestige — small enough to recognize success. 

Write, wire or phone in complete confidence E. H. Metz, CLU, 
9 =m Vice-President, Director of Agencies 



















WISCONSIN NATIONAL LIFE 

BP Se INSURANCE COMPANY 
2 ei OSHKOSH, WISCONSIN 

a ee — Founded 1908 — 












(CONTINUED FROM PRECEDING PAGE) 
corporation and needed that amount 
of insurance. 

I, the young package salesman that 
had stopped in two years before, was 
the one he chose to be his insurance 
man. I had heard speakers tell of 
their big cases. That would never hap- 
pen to me, I thought—but it did. 

At a young age, writing apps is like 
peeling potatoes: if you take them as 
they come, you’ll get to the big ones, 
too, and be much more sound than if 
you walked all over the pile, looking 
for just the big ones. 

Many men have told me how im- 
portant it is to write a large number 
of lives when starting in the life in- 
surance business. This was excellent 
advice, for I am beginning to see that 
as my clients grow in number and in 
financial stature, I grow too. I sin- 
cerely feel I can write four $5,000 
cases in about the same time it would 
take to write one $20,000 case—but the 
outlook for future business is better, 
for I have four men who may become 
successful, instead of one. 

In writing a large number of cases, 
I am not unmindful that I must pre- 
pare to meet the more complex prob- 
lems that will occur to my successful 
policyowners. My CLU courses, I be- 
lieve, will help me be prepared to 
serve, as time and growth demand. 

This is the third Million Dollar 
Round Table meeting I have had the 
pleasure of attending. Let me say to 
you veterans that you have no idea 
what an inspiration you are to the 
young men who come. 

We do lower the average size case, 
and really lower the average income, 
of Million Dollar Round Table! But 
it is in listening to you, and talking 
with you that we get our inspiration 
to come back. 


New York Life Fetes 


Long Service Employes 

New York Life held its first an- 
nual dinner for home office employes 
who are members of the newly or- 
ganized 25-Year Service Club. 

The club’s 1,271 members represent 
40,000 years of service and 25% of 
the total home office staff. 

Among the special guests were 
Charles J. Baxter and Abraham Wein- 
berg, both with 53 years of service; 
George C. Gross, 51 years; Thomas V. 
B. Korwan and Frederick G. Neuffer, 
both 50 years. 

Chairman Devereux C. Josephs, 
President Clarence J. Myers and oth- 
er executives were hosts. 








Manufacturers Life has been licensed 
in Indiana, Nevada, Utah, Colorado 
and Vermont, bringing its area to 23 
states, District of Columbia, Hawaii 
and Alaska. 


— 


AMA Insurance Parley 
Nov. 13-15 In Chicago 


American Management Assn. wil] 
hold its annual fall insurance confer. 
ence Nov. 13-15 at Palmer house, 
Chicago. Among the speakers will be 
Philip H. Peters, vice-president of 
John Hancock, who will discuss 
“Trends in Employe Benefit Thinking” 
and President Henry S. Beers of Aetna 
Life, who will participate in a pane] 
on “‘Tomorrow’s Insurance Market.” 

Workshop seminars will be held Oct, 
28-30, Dec. 9-13 and 16-18, Jan. 13-15 
at Sheraton-Astor hotel at New York, 
Nov. 18-22 at Ambassador hotel in Los 
Angeles and Dec. 9-13 at Sheraton. 
McAlpin hotel at New York. Subjects 
will include establishing company 
policy, determining amounts and types 
of coverage, administering the program, 
the insurance manager’s responsibility, 
insurance aspects of employe benefit 
programs, pension plans and modern 
develo,»ments in coverage. 





‘Want’ For Insurance Must 
Outpull Other Desires 


(CONTINUED FROM PAGE 5) _ | 
us that a company’s reputation with- 
in the family of competitors affects 
nearly all of the other audiences a 
company has. 

“But most important of all the pub- 
lic relations considerations which your 
company and mine must face is a 
daily consciousness of the long-range 
impact the company has on people. 
It may well be that a company’s so- 
called reputation was merely phase 
one in the historical development of 
public relations, and that from now 
on business will be expected to ex- 
amine its conscience to find out if 
its influences on people, cultural and 
on civilization are for the good over 
the long pull. 

“A company must ask itself in phase 
two of the development of public re- 
lations if it is a good moral force in 
the world it lives in, instead of just 
the community it lives in. For nothing 
will affect the lives of mankind so 
much, nothing will shape ‘our destiny 
or our hopes and dreams as will the 
course which American business takes 
in the future.” 





28 Join Hancock 25-Year Club 


Twenty-eight new members joined 
John Hancock’s Quarter Century Club 
at its annual dinner in Boston. Chair- 
man Paul F. Clark presented each new 
member with a Paul Revere bowl. 
President Byron K. Elliott was the first 
non-member ever invited to the an- 
nual dinner. He said the members’ 
loyalty to the company is one of its 
greatest assets. 
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H OM E 
OFFICES 


We have one of the finest salary contracts 


available to new agents anywhere—but our 
offer doesn’t end there. Our clean merchandise 
gives you what you want for modern com- 
petitive selling—and we're small enough to 
give you personal attention. Grow with us! 


Midland National 


INSURANCE 


COMPANY 


Watertown, South Dakota 
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FIELD CHANGES 


Connecticut Mutual 


Herbert E. Deason has been appoint- 
ed eer al agent at Salt Lake City. He 
entered the busi- 
ness in 1950 and 
served as a divi- 
sion _— supervisor 
and Minnesota 
state manager of 
Iowa Life. Before 
joining Connecti- 
cut Mutual, he was 
assistant agency 
director of Central 
Standard Life of 
Chicago. He suc- 
ceeds Max S., Cald- 
well, who estab- 
lished the agency 
in 1948. Mr. Caldwell, a life member 
of Million Dollar Round Table, asked 
to be relieved of managerial responsi- 
bilities so he could devote full time to 
his personal clientele. He will remain 
with the agency. 








H. E. Deason 


Paul Revere 


Dean S. Binderup has been named 
general agent of Massachusetts Pro- 
tective and Paul Revere Life at Se- 
dalia, Mo. He joined the companies at 
Sedalia in 1953 and three years later 
was made agency supervsor. 


Massachusetts Mutual 


H. Neil Howard, group representa- 
tive of Massachusetts Mutual in Atlan- 
ta, has been appointed district group 
representative in Atlanta. Bartlett C. 
Jones has been named group pension 
representative in Atlanta. 

Richard B. Martley has been ap- 
pointed district group representative 
in charge of sales and service at a new 
district group office in Omaha. With 
Massachusetts Mutual since 1956, he 
has been in the district group office 
in Minneapolis. 


Provident Mutual 


Provident Mutual has opened group 
sales offices at 717 Liberty avenue, 
Pittsburgh, and 2459 Guardian build- 
ing, Detroit, headed by Ewing C. Bash- 
or and Duane Bailey, respectively, re- 
gional group managers. David B. Reyn- 
olds and William E. Ladd have been 
named heme office representatives at 
Pittsburgh and Detroit, respectively. 


Prudential 


Louis Kirschenbaum, district mana- 
ger of Prudential in Brooklyn since 
1952, has been appointed district man- 
ager in Forest Hills, N. Y. to succeed 
John A. Albanese, who has been named 
~— manager at Queens Village, 


Harold T. Kroner has been appoint- 
ed district manager at Jackson Heights, 
N. Y., to fill the vacancy created by 
the continuing illness of Wallace 
Doubleday. Mr. Kroner has been a re- 
gional supervisor in the Brooklyn re- 
gional office for six months. 

William C. Murtha has been pro- 
moted to district manager in Camden, 
N. J. He has been senior training con- 
sultant in the Newark home office 
since 1955. 

Ralph E. Oswald, training consultant 
for Prudential, has been named man- 
ager of the company’s newly-created 
Columbia Basin district agency at 
Richland, Wash. He joined Prudential 
as agent in 1950 at Bremerton, Wash., 
was advanced to staff manager there 
the following year and last January 
was appointed training consultant at 
Los Angeles. 


Mutual Benefit Life 


H. Gregory Behan Jr. and Ernest F. 
Sigety, field supervisors of Travelers 
for three years, have been named su- 
pervisors of the Nashem agency of 
Mutual Benefit Life at New York. 


New England Life 


James E. McBride has been named 
district group representative in Cin- 
cinnati. He has been a group repre- 
sentative in New York and Philadel- 
phia since he joined New England 
Life in 1953. 

Chuck Davey has joined the Buda 
agency of New England Life at Detroit 
as sales director. He has been with 
Prudential in Detroit since 1955 and 
is a member of 1957 Million Dollar 
Round Table. A former welterweight 
contender, he retired from the ring 
in 1955 after winning 44 of 50 profes- 
sional bouts. 

Philip T. Davis and Joseph C. 
Whitford have been appointed su- 
pervisors of the Geiger agency of 
New England Life at New York. 


Bankers National Life 


Richard B. Smith has been appoint- 
ed general agent of Bankers National 
Life at Laurelton in Ocean county, N.J. 
He has been with Prudential for five 
years. 


Continental Assurance 


Nelson Broms of Great Neck, N. Y., 
has been appointed general agent by 
Continental Assurance as a further ex- 
pansion of operations in the New York 
area. Beginning his life insurance ca- 
reer as an assistant general agent in 
1949, Mr. Broms has also served as 
resident group manager and brokerage 
manager. 

Robert E. Craig has been appointed 
assistant manager of Continental As- 
surance. Entering the insurance field 
as a personal producer in 1947, Mr. 
Craig has served in managerial posi- 
tions for the past several years. 


Pilot Life 


James C. Fishwick has been appoint- 
ed resident group manager of a new 
group office at 1500 Walnut street 
building in Philadelphia. The Pilot of- 
fice will serve Pennsylvania, Mary- 
land and District of Columbia. Mr. 
Fishwick has been in group work since 
1933. 


Lincoln National Life 


Leonard R. Nelson has been named 
associate general agent of the Small 
agency of Lincoln National Life in 
Peoria. He began his insurance career 
in Peoria 10 years ago, and served as 
agent and general agent before joining 
the Small agency in 1952 as assistant 
general agent. 

Kay C. Koetter has been appointed 
assistant general agent in the Becker 
agency in St. Louis. He recently joined 
the agency after having been in insur- 
ance since 1948. 


Pacific Mutual Life 


Dennis F. Hubbard has been named 
manager at Los Angeles for Pacific 
Mutual Life. His offices will be at 
3850 Wilshire boulevard and he will 
head one of seven Pacific Mutual gen- 
eral agencies in the Los Angeles area. 


Washington National 


Ernest E. Cragg has been promoted 
to regional group supervisor of Wash- 
ington National with offices in Wash- 
ington, D. C., comprising the states of 
North Carolina, South Carolina, Mary- 
land, Virginia and Washington, D.C. 
Richard H. Connolly received a pro- 
motion to regional group supervisor 
in charge of New Jersey and eastern 
Pennsylvania. William H. Woods has 
been appointed group supervisor in 
charge of Oklahoma, Kansas, and Mis- 
souri. G. Jack Vicic, also promoted to 
group supervisor, will be in charge of 
group operations in Texas. Charles G. 
Cooper has been promoted to group 
supervisor in charge of the Baltimore 
office, and Donald R. Davis received a 
promotion to group supervisor in 
charge of the company’s group opera- 
tions in Michigan. 

The following Washington National 
group field men have been promoted 


to assistant supervisors: 
Babb, Trenton, N. J.; Edward J. De- 
lanty, Portland, Ore.; John S. Dole, 
Spokane, Wash.; Martin R. Haueisen, 
Chicago; William B. Sanders, Detroit; 
Allan R. Westerbeck, East Orange, 
N. J.; William R. Winget, Denver. 


Occidental Of California 


Melvin S. Campbell has been named 
general agent at 
Las Vegas for Oc- 
cidental Life of 
California. Mr. 
Campbell has 
been with Occi- 
dental since 1955 
after heading his 
own agency. Gen- 
eral Agent Wil- 
liam M. Royer 
who formerly op- 
erated the Las 
Vegas office as an 
adjunct to his 
Reno agency, will 
continue his oper- 
tions at Reno. 





M. S. Campbell 


MIDLAND EMPIRE LIFE—Leon W. 
Turner has been appointed state man- 
ager for Kansas. 


Robert L. 


Kansas City Life 

Thomas G. Murphy has been ap- 
pointed new general agent of Kansas 
City Life for Lake, Du Page, and Cook 
counties, Illinois. His office is at 111 
Washington street, Chicago. A CLU, 
Mr. Murphy has been in insurance 
since 1934. 


Equitable Of lowa 

Quentin DeSaix, home office field 
assistant of Equitable Life of Iowa, 
has been appointed general agent at 
Sioux Falls, S. D., succeeding E. W. 
Lemonds, who is relinquishing man- 
agerial responsibilities but will con- 
tinue as a representative of the agen- 
cy. Mr. Lemonds joined the Sioux 
Falls agency, of which his father, J. 
M. Lemonds was general agent, in 
1927. He was appointed general agent 
upon the retirement of his father in 
1947. Mr. DeSaix joined Equitable Life 
in 1948 at Mount Carroll, Ill., under 
the Rockford, Ill., agency. Both J. M. 
Lemonds and E. W. Lemonds were 
honored at a luncheon in Sioux Falls 
recently, the elder Mr. Lemonds hav- 
ing completed 50 years in insurance. 











Where the convention season 


never Loa THE 


ends... 
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For complete information, address: 

Charles L. Norvell, Director of Sales, The 
Greenbrier, White Sulphur Springs, West 
Virginia, or inquire of reservation offices at: 
New York, 17 Ease 45th Street, 
MU 2-4300; Boston, 73 Tremont 
Street, LA 3-4497; Chicago, 

77 West Washington Streei, 

RA 6-0625; Washington, D. (., 
Investment Bldg., RE 7-2612. 


THE 


WHITE SULPHUR SPRINGS - 
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The Greenbrier offers an outstanding 
location for your next convention. 
The newly completed, air-condi- 
tioned West Wing provides meeting 
rooms for groups up to 1000 and in- 
cludes such features as a brand new 
auditorium with a 42 foot stage, the 
latest P.A. systems and projection 
equipment, a theater with Cinema- 
Scope screen, and superb arrange- 
ments for banquets. Don’t overlook 
either, the marvelous sports and rec- 
reational facilities, the courteous 
service, comfortable guest rooms and 
wonderful dining that have made 
The Greenbrier world-renowned as 


America’s Informal Business Capitol. 


WEST VIRGINIA 
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California-Western States Life 
Insurance Company 


GOING UP 


NOW ...OVER t [Z BILLION 
OF LIFE INSURANCE 


—_—: 














W e salute the American 


Life Convention on the 
occasion of its annual 
meeting and offer con- 
eratulations on its 


accomplishments. 


Federal Life and 
Casualty Company 


Wolverine-Federal Tower 
Battle Creek, Mich. 




















One of the Nation’s Strongest 
By Any Standard of Comparison 








OPPORTUNITY—For men, now active, under age 
45 as General Agents with liberal and at- 
tractive General Agents Contracts, or Re- 
gional Supervisors with salary, commissions, 
expenses, incentive bonuses. 


TERRITORY—Ark., Colo., N. Dak., S. Dak., Hawaii, Ill., Ind., 
la., Kans., La., Minn., Mo., Neb., Okla., Ore., Utah, 
Wash. 


If interested as a broker, general agent, or 
supervisor, write to Wylie Craig or 
Bennett Taylor, Vice Presidents. 
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‘X-17' Gets Spotlight At ALC Annual 





Lloyd Hits Theory 


Can't Be Stopped 


Says Loose Money Talk 
As Fallacious As ‘Siren 
Song of Depressed 30s’ 


In his presidential address to ALC, 
John A. Lloyd debunked the theory 
that “inflation cannot be stopped” 
hence we must accept it and plan ac- 
cordingly.” He said such thinking is 
fallacious and as vicious “as the siren 
song of the ‘depressed thirties that a 
little inflation is a good thing—let’s 
have some.’ ” 

Mr. Lloyd, who is president of Union 
Central Life, said further inflation is 
not inevitable and “I join with those 
who want to fight it out on this line 
and to do it right now.” 

“There are those who insist that 
we will all come down with the Asi- 
atic flu, so we might as well prepare 
to be sick,” he continued. “I am one 
of those stubbofn ones who say, ‘No, 
thank you, I don’t care for any’ and 
go to my doctor and get inoculated 
against the flu germ. 

“There are those who are scared 
to death because the Soviet Union 
announces that it has perfected a 
world-girdling guided missile and who 
want to appease the ravaging Russian 
Bear on all fronts. My old-fashioned 
reaction is for America to take cour- 
age and to make herself so strong 
that no other nation ‘will dare invoke 
her wrath.’ ” 

e e ® 

By the same token, he added, in- 
flation is not inevitable. Assuming 
that the desire of people to purchase 
goods for which they can pay over a 
reasonable time is sustained, the pre- 
dicted increase of population alone 
should create sufficient demand to 
keep the country busy and to sustain 
production at a’ high level. 

“I believe we can have the pros- 
perity which is predicted for the next 
20 years without having values de- 
stroyed by needless inflationary 
trends,” Mr. Lloyd said. 

“IT cannot avoid the conviction that 
we owe it to our policyholders to give 
additional and quite vigorous leader- 
ship to the struggle to conserve and 
maintain values and to strengthen the 
worth of the American dollar,” he said. 
“I again want to see the day when it 
will ‘ring true on every counter in 
the world’ with a value we can count 
on from day to day and from year 
to year. 

“If American consumers understand 
the basic truths underlying this prob- 
lem and will make their voices heard 
with a properly outraged, intelligent 
and determined roar, the politicians 
will respond.” 

There are signs that indicate that 
at long last the public is beginning to 
understand, Mr. Lloyd declared. “The 
grass roots revolt against government 
spending during the last year, while 
not as effective as we would like to 
have seen it, was a most heartening 

Sign and while the economy drive 


was outwitted in great part again by 
(CONTINUED ON PAGE 35) 


Investment Companies’ Entry Into Life 
That More Inflation Field Could Be Important Competitively 


Possible effects on life insurance 
marketing from the entry of fire, cas- 
ualty, and invest- 
ment companies 
into the life field 
were discussed by 
Claris Adams in 
his report as ex- 
ecutive vice-presi- 
dent and general 
counsel at the an- 
nual meeting of 
American Life 
Convention in Chi- 
cago. 

Mentioning the 
creation or acqui- 
sition of life companies by fire or cas- 
ualty companies as “one of the signifi- 
cant developments of recent months,” 
Mr. Adams continued: 

“Furthermore, the Investors Syn- 
dicate has also established a life in- 
surance company and there have been 
suggestions that other investment com- 
panies are considering such action, 
particularly if variable annuities are 
finally held to be a proper activity for 
life insurance companies. This is a 
trend which could well have a real 
impact upon the life insurance busi- 
ness. It will doubtless result in com- 
petition with different types of mar- 
keting mechanisms and might intro- 
duce a new and important factor in 
the life insurance business.” 





Claris Adams 


Discussing income taxes on life 
companies Mr. Adams said: 

“Obviously no new and different 
tax proposal which may emanate from 


the Treasury will be adopted until 
after full hearings both by the House 
ways and means committee and the 
Senate finance committee. If there 
is industry opposition, this could not 
be accomplished practically before the 
15th of March so as to make the new 
proposal applicable to the 1957 oper- 
ations. ; 

“Therefore, we have hopes that in 
fairness the ways and means com- 
mittee and the Senate finance com- 
mittee will approve an extension for 
the year 1957, although we are realis- 
tic enough to know that there may 
be opposition to this proposal in the 
Senate finance committee on the part 
of at least one prominent Senator who 
feels that the deduction granted in 
the Mills bill is excessive. Unless an 
extension is granted, the old 1942 law 
will apply to taxes payable in 1958 
on 1957 operations. This would result 
under current conditions, in a very 
substantial increase in life insurance 
taxes. 

“It now looks as if in the 1958 ses- 
sion, Congress at long last will deter- 
mine the issue of a permanent tax law. 
The life insurance business will do 
its utmost to justify by facts, figures 
and argument our deep conviction that 
the rates levied thereunder constitute 
a very heavy burden upon the small 
savers of the nation who are provid- 
ing their families protection through 
life insurance.” 

The Jenkins-Keogh bill to give a 
limited tax exemption to those not 
included in private pension plans was 


not reported favorably this year but 
(CONTINUED ON PAGE 34) 





Dudley Porter Heads 
ALC Legal Section 


Dudley Porter Jr., general counsel 
of Provident L. & A., was elected 
chairman of the legal section of Amer- 
ican Life Convention, succeeding 
James P. Swift, vice-president and 
general counsel of Southwestern Life. 
Elected as secretary is H. Harold Lea- 
vey, vice-president and general coun- 
sel of California-Western States Life. 











Agency Section Elects 
McSpadden President 


Jack D. McSpadden, vice-president 
of Liberty National Life, was elected 
chairman of the agency section of 
American Life Convention, succeed- 


ing Grant L. Hill, vice-president and 
director of agencies of Northwestern 
Mutual. A. E, Wall, vice-president of 
agencies of Confederation Life, was 
elected secretary. 





Mr. and Mrs. Donald Barnes, who are vice-president and treasurer, respec- 
tively of Institute of Life Insurance, and Melville P. Dickenson, senior vice- 
president of Equitable Society, at the ALC meeting in Chicago. 


Proposed Mortality 
Table Is Sole Item 
Of Disagreement 


But Despite X-17 Question, 
Serenity, Optimism Mark 
Deliberations At Chicago 


At a gathering otherwise notable 
for harmony and serenity, the pro- 
posed X-17 mortality table injected 
into the American Life Convention an- 
nual meeting at Chicago an element 
of controversy, livening up the pro- 
ceedings, but far short of the flare-up 
point. 

Questions about the proposed table 
were not so much on the validity of 
the table itself but on possible col- 
lateral consequences—such as_ the 
chance of this being made mandatory 
instead of only permissive, as is being 
proposed. 

The proposed table was the subject 





New Officers of ALC 

President, Powell B. McHaney, 
president of General American Life, 
succeeding John A. Lloyd, president 
of Union Central Life. 

Executive committee: Robert L. 
Hogg, vice-chairman of Equitable So- 
ciety; G. L. Holmes, president of Man- 
ufacturers Life; Otto Haakenstad, 
president of Western States Life, and 
Francis M. Hipp, president of Liberty 
Life. Mr. Hogg was re-elected. 





of a panel presentation Wednesday 
morning and a general discussion from 
the floor at the executive session Wed- 
nesday afternoon. 

Following are brief excerpts from 
the panel speakers’ talks. A more com- 
plete report on the panel and a report 
on the general discussion will appear 
in next week’s issue. 


Richard B. Evans, president of Col- 
onial Life: The apparently sum opposi- 
tion to the adoption of a modern table 
stems from the mistaken belief that by 
holding back such progress the larger 
companies will be prevented from re- 
ducing premiums. As I have previous- 
ly said, this is not so, confirmed by 
actions taken recently by a.number of 
such companies and the knowledge 
that more announcements are impend- 
ing. ... Now here we are in 1957 de- 
bating the need for the adoption of a 
mortality table which more accurately 
portrays our current mortality exper- 
ience. For a business considered prog- 
ressive, I ask you—do you think we 
have kept pace with developments? It 
is high time we recognized our re- 
sponsibilities to the public in support- 
ing the adoption of a mortality table 
which more realistically approaches 
our current experience. 

V. E. Henningsen, actuary of North- 
western Mutual Life: In the case of 
table X-17, the margins if any, over 
mortality experience would be so small 
that there is no assurance of divi- 
dends increasing by duration except 
by leaning heavily on excess interest 

(CONTINUED ON PAGE 37) 
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ALC LEGAL SECTION 


Says Organized Bar Is Now Opposing Title 
Company Role In Closing Mortgage Loans 


Increased activity by title insur- required for the enforcement of rem- 
ance companies in closing mortgage edies. 
loans has aroused a “noticeable ground “It will be hoped, of course, that 
swell of opposition” by the organized the need for wholesale remedial ac- 
bar, Warner H. Mendel, vice-president tion will be indefinitely postponed and 
and investments counsel of Equitable that because of the cushion which 
Society, reported at the meeting of VA and FHA insurance afford, it is 
the legal section of American Life not unreasonable to expect that we 
Convention at Edgewater Beach hotel, will not encounter a situation such 





THE PILOT PACKS THE 
SELLING PUNCH 


Chicago, this week. 

Mr. Mendel said that lawyers have 
begun to realize that, with what has 
amounted to their tacit approval, title 
companies have been preempting their 
role in drafting papers, supervising 
closings and disbursing funds. 

“In California,” he observed, “this 
has gone so far that lawyers no longer 
participate in the average real estate 
transaction, the local practice being 
such as to permit title companies to 
handle every step following the or- 
iginal agreement between the mort- 
gagor and the lender. 





Proof of The Pilot’s great sense of responsibility for Require Lawyer For Closing 
both agents and insured is Pilot Life’s pace-setting 
Charted Security manual. Seldom has such an impressive 


presentation been prepared. 


The Pilot’s Charted Security Service allows Pilot 
Life agents to show graphically what a prospect may 
expect from a Piloted insurance program. Helping a 
man plan adequately for his family’s needs is a very 
real service made easier by this splendid Pilot Life 
selling tool. 


Pilot Life agents have come to expect such selling 
help from their company. The Pilot has pioneered in 
providing insurance plans in long-neglected fields. The 
most sincere compliment paid The Pilot is the way 
other companies follow the leader—Pilot Life Insurance 
Company, the company with the big plus. 


“In other states, statutes have been 
adopted, the purpose of which is to 
assure that lawyers participate in the 
drafting of papers, even though such 
participation may consist merely of 
filling in the blanks of printed forms. 
In still other states, the degree of 
participation by lawyers has been es- 
tablished by agreements between the 
title companies and the local bar as- 
sociations.” 

Mr. Mendel explained that his pur- 
pose in mentioning this problem to 
life company lawyers is that in a par- 
ticular state, they may, without any 
intention on their part, be charged 
with conspiring to aid or abet title 
companies in violation of local law or 
local bar association agreements by 
phrasing their closing instructions to 
title companies so as to oblige the 
companies to breach the law or agree- 
ments. 

In the event of any substantial re- 
cession and consequent necessity for 
wholesale foreclosures, he said, “we 
may find ourselves seriously handi- 
capped because of the gradual termi- 
nation of our former relationships with 
local counsel whose services will be 





Bytil Lye Insurance Company 


PILOT TO PROTECTION FOR OVER FIFTY YEARS 
O. F. STAFFORD, PRESIDENT GREENSBORO, NORTH CAROLINA 
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YOUR KIND OF COMPANY 


LY 

\ 

i‘ 
You can judge a man by the company he keeps. This is especially true in the . 
insurance business where an agent depends upon his company as well as his own . 
ability. A man with an eye for future security looks for a company, like Western Life, Nt 
which is alert to merchandising ideas . . . which thinks in terms of his security and \ 
future welfare ... and which pays exceptionally well for his production effort. S 


Pick your company for what it can do for you. And in making your choice, be sure 
to get the facts about Western Life. Some openings for General and Associate General 
Agents—your manager’s recommendation will help. Write or Wire: Western Life, 
Western Life Bldg., Helena, Montana. 
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as that which we faced in the early 
30s.” 

Mr. Mendel said that intermediate 
between the ability to allow a mort- 
gage file to remain undisturbed, and 
the need to bring foreclosure proceed- 
ings are a potentially numerous as- 
sortment of court proceedings in which 
the lender may be obliged to appear 
in order to protect its interests such 
as bankruptcy, marital, condemna- 
tion, partition and probate proceed- 
ings. 

“In such proceedings local repre- 
sentation is necessary,” he said. “This 
can be provided by attorneys working 
for the lender under a decentralized 
plan of operation or by retaining local 
counsel for the purpose.” 

o -_ oe 

Discussing “reformation” of life pol- 
icies. G. Frank Purvis Jr., vice-pres- 
ident and associate general counsel 
of Pan-American Life, said that any 
mistake in a life insurance contract 
is a proper subject for such reforma- 
tion, which is a legal remedy by which 
a court can correct a valid written 
document. 

Mr. Purvis said that among the mis- 
takes that have been considered by 
the courts are maturity values. cash 
surrender values, extended insurance, 
lapse values, beneficiary designations, 
use of wrong printed form, reserve 
at maturity, issuance of duplicate on 
wrong form, error in disability bene- 
fits and error in double indemnity. 

“This power to reform is an ex- 
traordinary one, and its exercise is 
guarded by the courts with zealous 
care and it is used with great caution. 
Reformation is therefore granted only 
in clear cases,” he declared. 

e e e 

Because of a dual desire to reduce 
administrative costs and to please pol- 
icyholders, most life companies will 
issue a duplicate policy to a_ policy- 
holder who completes an affidavit in- 
dicating loss or destruction of a policy, 
H. Harold Leavey, vice-president and 
general counsel of California-Western 
States Life, said, describing the re- 
sults of a survey on the matter. 

Out of 100 companies answering the 
survey, Mr. Leavey said, 90% will is- 
sue a duplicate upon receiving a pol- 
icyholder’s affidavit. Sixty per cent 
require all beneficiaries and assignees 
to sign an affidavit. A very few re- 
quire a waiting period after a reported 
loss and before issuing a duplicate. 
Twelve companies make a charge for 
issuing a duplicate. 

“Ninety per cent of those who will 
issue a duplicate ordinarily make no 
investigation of the facts, but accept 
the affidavit of loss,” Mr. Leavey said. 

Rather than issue a duplicate, many 
companies prefer to issue a so-called 
certificate of insurance, he reported. 

Mr. Leavey noted that only 12 com- 
panies require posting of an indemnity 


bond where there is a lost policy and 


it is to be paid as a death claim. He 


also said that 81 out of 82 companies 
permit a policy loan after a policy has 
been lost, and 90% of the companies 


(CONTINUED ON PAGE 32) 
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Engelsman Says: 


Must Alter Agency 
System To Capture 
Biggest Life Market 


To capture the “most important 
market” of the life insurance business 
—those people earning less than $10,- 
000 annually—the general agency sys- 
tem as we know it must be altered, 
Ralph G. Engelsman, New York sales 
consultant, told members of the ALC 
agency section meeting at Chicago this 
week. 

Mr. Englesman said that “it’s 
vitally important that we recognize 
that the great majority of American 
families—about 92 per cent of them 
—have incomes of less than $10,000 a 
year. It is in this group that our great- 
est market must lie.” 

“The future of life insurance is tied 
up with that market, and not to the one 
we’ve been playing footsy with, that 
is, the $50,000 income people, or those 
who need estate planning,” Mr. En- 
gelsman added. 

“Surely there is an important part 
for the big writer to play in life in- 
surance, but the greatest amount of 
insurance will continue to be sold by 
the middle group producer. I think 
that except for a few isolated instances 
our recruiting, our training and our 
product and all merchandising meth- 
ods must be aimed at this middle group 
marke t.” 

To develop this big market it will be 
necessary for companies to expand 
their field forces tremendously, Mr. 
Engelsman said, indicating that the 
general agency system in its tradi- 





Pose For National Underwriter Photo At ALC Meeting 
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Group on the way to the American Service Bureau part y at the ALC meeting: Mr. and Mrs. F. Burr Betts, Mr. and 
Mrs. Ralph R. Lounsbury, Ira McGuire, vice-president of Security Life & Accident and John Gorsuch, general coun- 
sel of Security L.&A. Mr. Betts is president of Security and Mr. Lounsbury is president of Bankers National Life. 





tional form would not be up to the job. 

“If we are to be honest with our- 
selves,” he said, “‘we must admit that 
the general agency system as we have 
known it, exists mainly in mind and 
very little in fact. It is important that 
some merger of the general agency 
and managerial concepts be made. 
Few general agents can exist without 
subsidy and when you have subsidy 
you no longer have the general agency 
system. 

“In the past few years the man- 
agerial companies have moved ahead 
by leaps and bounds. People talk 
about the money paid for develop- 
ment, and about special policies and 
gimmicks as the reasons, but while 
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share of financial security. 


POLICYHOLDER APPROVAL 


Employee and employer . . 
. in business . . . the entertainment field . . . 
all recognize and endorse the insurance programs and 
services of The Union Labor Life Insurance Company. 


We take justifiable pride in the fact that many 
prominent Americans, in all fields of endeavor, are 
numbered among our insureds. 


This approval of our Company and the approval of 
all our policyholders is demonstrated by the trust and 
confidence they have placed in our insurance counsel 
and their ready endorsement of our facilities to those 
contemplating the one certain way of gaining a fair 
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2) THE UNION LABOR LIFE INSURANCE COMPANY 
200 East 7Oth Street 
New York 21, N. Y. 
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these factors exist, they are certainly 
not the only ones or even the most 
important ones in producing these re- 
sults.” 

After describing some examples of 
how money and a highly organized 
plan have paid off, Mr. Engelsman said 
that unfortunately it is not unusual 
for a company to put on a recruiting 
drive in which each agency is given 
a manpower quota but there is little 
knowledge of either the needs or the 
capacity of the particular agency to 
support the men. 

Or a company may put out a sloppy, 
hastily thrown together recruiting 
booklet with no research into the po- 
tential market in which people should 
be placed. Companies are willing to 
spend thousands of dollars for book- 
lets, films, etc., for recruiting but balk 
at spending half that amount in get- 
ting and developing experienced field 
personnel to direct and help recruiting 
activities. 


Recruiting Is Backbone 


Recruiting, he emphasized, is the 
backbone of the business but until re- 
cently hardly a company has had a 
senior officer in charge of that phase 
of the work. Many companies, he 
opined, have been afraid to go all out 
because of the fear that “it’s too 
tough a nut to crack.” 

“If companies are to meet the ever 
increasing challenges of our business 
the most profitable investment they 
can make today is pay for the leaders 
they will need for tomorrow,” said Mr. 
Engelsman. 

There is a need for “men on the 
bench” to be moving up as needed. 
With this sort of situation, it would 
seem, he said, that the autonomous 
general agent operation at present 
high costs, is neither financially able 
nor adequately staffed to cover the 
territory that must be covered. One 
of the main reasons is that the general 
agent has little or nothing to gain and 
much to lose if he embarks on an ex- 
tended expansion program. 

“It is my own feeling,” he said, 
“that a new agency system will evolve 
under which the effectiveness of man- 
agerial company organizational con- 
trol and financial support will be 
combined with the best incentive fea- 
tures of the general agency plan. As 
a matter of fact, this sort of arrange- 
ment is already taking form. Perhaps 
all we need is to find some new no- 
menclature so that both sides can save 
face.” 


Mr. Engelsman, in his talk, made 
a number of predictions about the 
life business: 

1. New types of monthly premium 
retirement policies written at much 
lower rates than hereotfore. 

2. An increasing number of high 
first-year cash value arrangements. 

3. Policies guaranteeing rent of leased 
apartments, similar to mortgage life 
insurance. 

4. Special cheap policies for school 
children. 

5. A multiple line selling and mul- 
tiple line companies will be coming 
into the life insurance field. 

@ e e 

He also emphasized that “the 
monthly premium business is at long 
last here to stay.” 

“For the first time,” Mr. Engelsman 
declared, “American life insurance has 
recognized the fact that America lives 
by the month, and to buck that habit 
is folly. So now, with monthly pay- 
ments, such as the bank paying pre- 
miums, the checkomatic plan, the sal- 
ary allotment plan and so forth, not 
only is the weekly debit business slow- 
ly but surely moving out of the pic- 
ture, but the whole ordinary and cas- 
ualty field is doing it too.” 

As an example of how far monthly 
premium sales can go, Mr. Engels- 
man cited the case in which the lives 
of two top officers of one company 
were insured for $1 million each on 
a monthly premium basis. This was 
because the purchasers felt that the 
low rate—one-sixth of semi-annual, 
“made possible through negative ac- 
counting, and simple electronics’”—the 
insureds found they could show a 
substantial profit by leaving the de- 
ferred premiums in their business. 





Mr. and Mrs. Irving V. Brunstrom at 
the ALC annual meeting. Mr. Brun- 
strom is assistant general counsel of 
the ALC. 





comp: 


speci 
strate 
resen 
ming: 
tweer 
plans 
a no! 
cannc 
senter 
20 ye 
idend 


buyer! 
lustre 
rende 
said 1 
too ¢ 
cost 1 
miur 
years 
or his 
then 

end o 
rema: 
for w 
Of w 
the x 
end o 
ming: 
survi 
tract 
what 
predi 


11, 1957 


October 11, 1957 


LIFE INSURANCE EDITION 


A.L.C. ANNUAL MEETING 31 





— 





Mr. and 
al coun- 
Life. 








K, made 
out the 


sremium 
it much 


of high 
ents. 

of leased 
age life 


r school 


1d mul- 
coming 


t “the 
at long 


zelsman 
nce has 
ca lives 
at habit 
ly pay- 
ng pre- 
the sal- 
th, not 
Ss slow- 
he pic- 
nd cas- 


1onthly 
in gels- 
e lives 
mpany 
ach on 
is was 
iat the 
annual, 
ve ac- 
”’—the 
10OW a 
ne de- 
S. 














Snapped at the 
ALC annual meet- 
ing at the Edge- 
water Beach hotel, 
Chicago: Levering 
Cartwright, Chica- 
go insurance jour- 
nalist; Lewis 
Wicker, general 
manager of the 
Cal-Farm compa- 
nies, and L. F. 
Roherty, general 
manager of the 
Rural _ Security 
companies of Wis- 
consin. 





Lee Parker, 
president of Amer- 
ican Service Bu- 
reau and admini- 
stratiwe vice-pxres- 
tent of ALC, who 
welcomed the 
guests at the ASB 
party, is shown 
here with Mrs. 
Parker (center) 
and Mrs. Otto Eld- 
er, whose husband 
is vice-president of 
ASB. 











Minnesota Mutual President Attacks 


‘Myth Of The Net Cost’ In Talk Before ALC 


The “myth of the net cost” approach 
to comparing life insurance policies 
was attacked this 
week at the Amer- 
ican Life Conven- 
tion annual meet- 
ing in Chicago by 
Harold J. Cum- 
mings, president of 
Minnesota Mutual 
Life. Speaking be- 
fore the Conven- 
tion’s agency 
section, Mr. Cum- 
mings gave five 
reasons why, he 
said, net cost fig- 
ures are not comparable. 

1. Surrendered net cost figures plain- 
ly imply that benefits and privileges 
in the policies compared are substan- 
tially equivalent; they are not, Mr. 
Cummings declared. He said that he 
had assembled a list of some 25 policy 
privileges which are found in contracts 
issued by various companies. Exam- 
ination of different policies discloses 
that one excellent company offers none 
of these privileges. A study of the 
policy contracts of the 25 largest com- 
panies shows the average does not 
have 16 out of the 25 privileges. 

2. Surrendered net cost figures are 
specious because experience demon- 
strates they will not prove out as rep- 
resented. The record proves, Mr. Cum- 
mings said, that any comparison be- 
tween two participating companies or 
plans, or between a participating and 
a non-participating company or plan, 
cannot possibly turn out as repre- 
sented over any period such as 10 or 
20 years. A study of 20 years of div- 
idend history for the 25 largest mutual 
companies shows that on the average 
each company has changed its divi- 
dend scale either up or down once 
every three years. 

3. Surrendered net cost figures mean 
exactly nothing except to that rare 
buyer who survives for the period il- 
lustrated, and having survived, sur- 
renders his contract. Mr. Cummings 
said that although it may not be made 
too clear to prospects, surrendered net 
cost figures commonly add gross pre- 
miums for some such period as 20 
years, subtract dividends on a current 
or historical scale for that many years, 
then deduct the cash value as of the 
end of the period and finally divide the 
remainder by the number of years 
for which net costs are to be illustrated. 
Of what significance is that figure to 
the policyholder who dies before the 
end of the period illustrated? Mr. Cum- 
mings asked. Or if the policyholder 
survives, and decides to retain a con- 
tract which may well be priceless, of 
what significance is a figure which is 
predicated on his doing something that 





H. J. Cummings 


in most cases he could never be per- 
suaded to do? Mr. Cummings asked 
again. 

4. Surrendered net cost figures let 
the buyer assume that the company 


or plan illustrating the lowest net cost 
for one period would provide lowest 
cost for the intervening years also; 
that, Mr. Cummings declared, is rarely 
if ever true. : 

5. There are many other variables. 
Mr. Cummings commented that fig- 
ures comparing surrendered net cost 
between any two companies point to 
divergent conclusions with change in 


age, plans of insurance, sex; they dis- 
regard a hodgepodge of restrictions 
for payment of termination dividends, 
overlook interest on yearly inequalities 
in actual net payments. They com- 
pletely ignore superior service that 
may be rendered by the agent or his 
company. “Adequate valuation of these 
and other disparities,” Mr. Cummings 
said, “is an utter impossibility.” 
















On Sunday evening, October 20, 
1957, The Prudential Insurance 
Company of America will launch 
a new television series, over 

the CBS Television Network, | t 
that will follow up their 
award-winning show of 1956-57: 
“Air Power” 





“THE TWENTIETH CENTURY”—A BROAD, PICTORIAL REVIEW OF OUR TIMES, TOLD IN TERMS OF THE PERSONALITIES 
AND EVENTS THAT HAVE SHAPED THIS CENTURY IN WHICH WE LIVE—THE FIRST SHOW: “MAN OF THE CENTURY” 
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LIFE INSURANCE - 


ANNUITIES - 


SICKNESS & ACCIDENT PROTECTION 


A one hour program devoted to the story of 


Winston Churchill... statesman, soldier, 


writer and artist. His life and his influence 


upon all of us. A penetrating, incisive 


study of a man set against the backdrop of 
the modern world he has helped to mold. 


The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


Brought to you by your Prudential Agent. 


* GROUP INSURANCE 


* GROUP PENSIONS 
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A, of June 30, Bankers Life 
of Nebraska exceeded the half-billion 
insurance in force mark. With assets of 
over $100,000,000, and 1957 business 
more than 28% ahead of the record year, 
1956, Bankers Life of Nebraska 
continues its remarkable progress. 


NY. 
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Guertin Assays 
Big Tax Bite In 
Policyholder Dollar 


With more than $4 out of every $109 
paid in premiums by policyholders be- 
ing gobbled up by state and federa] 
tax collectors, “there is no doubt that 
the life insurance business is more 
heavily taxed than any other type of 
savings institution,” Alfred N. Guer- 
tion that 90 cases out of the 275 di- tin, — of — — Conven- 

‘ tion said, at the Convention’s week. 

A&S ih : : 
Shere a decade ago, only 34 cases out 20RE meeting in Chicago. Total of this 
of 356 for the year - rit d A&S. tax bite will reach about $597 million, 

Speculating on the reasons for this The reat of taxation has had dra- 
increase, Mr. Bryan said that it may matic effects 7 certain arene of Our 
be due to the fact that many compa- business, particularly in the pension 
nies have entered the health insurance _ ee ou 
field recently, and with all the experi- cially veathe a Bigg oman coma 
Of coverage, there is more room for tive aspects, it should be evident that 
honest disagreement as to liability in 4 tax load es ge ge nt aes 
the health insurance field. He added pros tned — po iP gpa ct - gl bee 
that the law has become pretty well priate ? 
established in many facets of life in- In . report dealing with many a 
surance, and claim practices and set- pects and problems in the life ‘ial 
tlements have improved over the past Mr. Guertin pointed out that menial 
several years. He said that he antici- companies it Ae: nae te tence mal 
pate litigation after a few more years, 28% Of all the life insurance in foree 

Mr. Bryan attributed part of the in- a nl = oe a 
creased A&S litigation to the activity pei fect d 78.4% of all the pe 
of Federal Trade Commission, which . 
in the past year was involved in three rang Pe Mn ic a 
important appellate cases. In all of y b h atiag _ 
these cases the FTC was reversed on pe ce ag S oe 
the jurisdictional ground of public law Bi gg cree praia 
— ae esa cg Ege the position of the American Life Con- 
Theléel Mhdaee Guaceme Court vention as a representative of the life 

oe etapa oe ot in = insurance business cannot be denied. 

PP We speak upon life insurance matters 


jurisdiction of state insurance depart- : : : 
; with authority and may be heard with 
ments to the exclusion of federal regu confidence that what is aved for au 


lation came out of a decision involving 9 A 

the Securities & Exchange Commis- (Member companies is good for the 
sion and a life eee CORPORY tusiness is good for our members.” 
selling variable annuities, Mr. Bryan A considerable part of the repoit 
said. The SEC had sought an Injunc- was devoted to growth trends in the 
tion against the ered until its var- life business as contrasted to those 
iable annuity policies were registered in other savings institutions and against 
with the agency. Mr. Bryan said it was the background of the general econ- 
his understanding that National Assn. omy. In addition, the report contained 
of Securities Dealers is eee on factual material. in connection with 
| eet to the court ee. M problems involving the federal taxa- 
B all ae Pps we ee 4 T- tion of life companies, trends in new 
oe _ poses oo ptt . ti Prowl forms of policies and a statement on 
pearsegypins esc rg . ———— ee developments on the proposal for a 
act; soldiers’ and sailors’ civil relief new mortality table 

act, credit life insurance, Iron Curtain ° 
beneficiaries, and taxation. 


ALC Legal Section 
Told Of Increase 


In A&S Litigation 


An apparent increase in the litiga- 
tion involving A&S insurance was 
noted in a report presented by C. 
Clark Bryan, assistant general counsel, 
at American Life Convention’s annual 
meeting in Chicago. 

Mr. Bryan told the ALC Legal Sec- 








Bar Is Opposing Title 











: whe economically.” 


po Me 


nal Life Insurance 


‘Frank P: Samford, President e Birmingham, Alabama 


onstrue it liberally in their favor; to serve them faithfully, adequately, 


/ | Company Role In Loans 
(CONTINUED FROM PAGE 28) 
questioned permit a change of bene- 
ficiary after a policy has been lost. 
On the other hand 10% will not per- 

mit such a change. 

A clear majority—91 companies— 
said they have not suffered any loss 
where a duplicate policy was issued 
after the original was claimed to be 
lost, he said. 

Frank P. Aschemeyer, vice-president 
and general counsel of General Amer- 
ican Life, reported that an increasing 
amount of life insurance has been is- 
sued in recent years to minors—par- 
ticularly those who are old enough to 
have achieved some discretion or who 
can pay premiums from their earnings. 

Mr. Aschemeyer said that in answer 
to a questionnaire, most of the com- 
panies replied they issue policies to 
minors in states which do not have 
statutes removing the disability of mi- 
nority at the attainment of a special 
age. 

Eleven companies reported that they 
permit minor policyholders to exer- 
cise all policy rights, while 10 stated 
they do not. 





Company 
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Navarre Commends Industry For Help In 
Improving Insurance Regulation By States 


Commissioner Navarre of Michigan, 
in his talk Thursday before the annual 
meeting of Amer- 
ican Life Conven- 


tion, commended 

the various insur- : 

ance associations i 
: 


and the companies 
for their substan- 
tial contribution 
to the improve- 
ment of regula- 
tion and supervi- 
sion of insurance 


5 
| 
; 
i 
= 





by the various 
states. J. A. Navarre 
Mr. Navarre, 


who is president of National Assn. of 
Insurance Commissioners, noted that 
“g great majority of the companies 
have recognized their tremendous re- 
sponsibility to the public, and have 
voluntarily adopted policies and prac- 
tices which are in the public interest.” 

In other instances, he added, the in- 
surance business has developed codes 
of ethical practices to this end. On 
numerous occasions the insurance 
companies have cooperated with the 
state insurance departments in the 
formulation of statutes and regulations 
designed to give the public the 
greatest protection possible. 

Mr. Navarre said that “because of 
the social character of the business of 
life insurance, the institution of life 
insurance must be ever alert. The ef- 
forts of life insurance companies and 
their associations to exercise strong, 
vigorous and effective self-discipline 
cannot be urged too often.” 


The insurance commissioner point- 
ed out that regulation of insurance is 
a device to protect the interest of the 
public in a business impressed by its 
very nature with a public trust. Until 
the Southeastern Underwriters case 
in 1944, the supervision of insurance 
was under the exclusive jurisdiction 
of the states. It is now settled that the 
federal government has authority to 
regulate the insurance business to the 
extent that it involves interstate com- 
merce. 

“Whether or not the federal govern- 
ment will exercise that power is sub- 
ject to the will of Congress, and ulti- 
mately to the wishes of the people,” 
Mr. Navarre said. “For the present at 
least, Congress has decided, by its 
enactment of the McCarran act in 1945, 
that in general the obligation of regu- 
lating the insurance business shall re- 
main with the states.” 


Mr. Navarre explained that super- 
vision and intensity of regulation have 
developed from the beginning in re- 
sponse to public wants and _ needs, 
State by state. This framework of gov- 
ernmental control, he said, has given 
flexibility and reasonable restraint to 
the doctrine of “free enterprise” and 
competition in the field of insurance. 

“The advantages of the system are 
demonstrated by the phenomenal 
growth and extension of the business 
throughout the years. These advan- 
tages are further shown by the social 
and economic security provided there- 
by to the vast majority of our citi- 
zens,” he said. 

He added that the states have had 
Over a century’s experience in this 
field of regulation—in a field whose 
Supervision and regulation is complex 
and intricate. Each state, territory and 
the District of Columbia has an insur- 


ance department staffed with experts. 

“The checks and balances thus pro- 
vided have benefited the business and 
the system, and have proven them- 
selves to be in the public interest,” 
Mr. Navarre said. 





New Services Must Be 
Predicated On Security, 
Higdon Of B.M.A. Warns 


Life insurance companies have found 
new ways of serving their policyhold- 
ers more effectively—among them the 
family plan and the special executive 
policy—but there is a question of how 
far companies should go in providing 
additional services, according to J. C. 
Higdon, president of Business Men’s 
Assurance, who addressed the meeting 
of American Life Convention in Chi- 
cago this week. 

He cited the comment of Senator 


Purtell of Connecticut, who said re- 
cently: “What the people want, people 
will get. If they do not get it from 
private enterprise, they will get it 
from political legislation at the state 
or federal level.” 

To this Mr. Higdon added: “In all 
the various services that are provided, 
and the changes and improvements 
that are added, there is one funda- 
mental principle that must be ob- 
served above all else, and that is the 
maintaining of adequate financial se- 
curity to guarantee that all policy ben- 
efits can and will be paid in full, re- 
gardless of the general economic sit- 
uation when claims are presented. This 
is paramount above all else, because 
without financial security the service 
is of no value to the policyholder,” 

Mr. Higdon said that the life in- 
surance business has present and pros- 
pective customers with “enormous un- 
fulfilled psychological and financial 
needs, which may be solved by pro- 
viding them with more life insurance.” 

Because of increasing incomes they 
have tremendous purchasing power, he 
added. They need more life insurance 


and they need more accumulated re- 
serves to take care of economic ob- 
solescence. 

“We are in a better position to serve 
them than ever before,” he declared. 
“We have more and better trained 
field men, more companies, various 
specialized types of services, men of ex- 
perience and character and technical 
training in the home office and in the 
field. 

“We have the means of exchanging 
information which makes new serv- 
ices developed by one company im- 
mediately available to policyowners 
and customers of all companies if this 
is considered wise. 

“With so many influences favorable 
to improvement in our services, the 
important thing is to realize how ra- 
pidly changes are coming and the nec- 
essity of applying all the talents of 
our associates in the field and the 
home office to the maximum degree, 
to bring about the accomplishments 
of our aim in providing adequate in- 
surance protection for our policyown- 
ers and the public. We have plenty 
of work for tomorrow.” 
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RECOGNITION. 


Serving California, 





P We at Standard Insurance 
are proud that we wrote 136% 
more new business in 1956 
than in 1955 (which itself was 
a fine year). One reason for 
this gratifying record is the 
fact that, just as our policy- 
Owners are concerned with 
their security, we concern out- 
selves with the security of our 
own “family”. 


P Our splendid progress is due 

in large measure to the enthus- 
iasm of our wonderful corps 
of agents. Much of their suc- 
cess, and ours, stems from 
advantages they enjoy with 
Standard. Some of these are: 
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Standard publicly 
recognizes its leaders in newspaper 
display advertisements. 


QUALITY CONTRACTS. Pays for 


business, adjusted individu- 
each salesman’s record. 


OPPORTUNITY FOR PROMOTION. 
Standard's policy is to promote from 
within—an important advantage in a 
company growing and expanding as 
fast as Standard. 


A COMPLETE PORTFOLIO. Our 
agents are able to offer a full line 


accident and sickness insur- 


ance, both individual and group, in- 


lower rates for women, a 


non-cancellable disability income 


nd with premiums on all per- 
plans graduated by policy 


policyowners seek security 
their purchases of Standard 


Insurance, so do our agents enjoy 


through the benefits offered 
company. It's a two-way 


street, with the traffic traveling 
smoothly in both directions! 






Hawaii 


Utah, 
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Tells Potential Competition of Newcomers 


(CONTINUED FROM PAGE 27) 





a number of self-employed groups and 
associations that favor these bills have 
formed an organization to work for its 
enactment and “steam seems to be 
building up behind it and the authors 
of the bill expect it to reach the floor 
of the House next year,” said Mr. Ad- 
ams. Main opposition comes from the 
Treasury department, which fears loss 
of revenue not only from the Jenkins- 
Keogh proposal but from others that 
might stem from it. 

The deficit faced by social security 
and its possible restraining effects on 
further liberalizations were discussed 
by Mr. Adams. 

“This would seem to raise the hope 
that since increased benefits will nec- 
essarily result in increased taxation 
both upon employers and employes, 
more opposition could be mustered to 
the onthrust of these increases than 
heretofore,” he said. “However, a re- 
cent survey on public and worker at- 
titudes toward social security, prepared 
for the National Assn. of Manufac- 
turers, indicates an overwhelming will- 
ingness of employes to pay for social 
security. They regard it as an excel- 
lent program. The survey also found 
that 58% of the general public believes 
that federal social security does not 
conflict with the basic principles of 
free enterprise. The period during 
which the survey was compiled is not 
established, but the coming election 
year will demonstrate the effect, if any, 
of the current public desire for econ- 
omy on its view concerning the social 
security program. 

“In contemplation of increased leg- 
islative activities in 1958, there have 
been two new subcommittees of our 
joint social security committee estab- 
lished. One is a subcommittee to pre- 
pare an up-to-date policy statement 
which will take into account legisla- 


tion and developments occuring sub- 
sequent to the 1953 policy report. An- 
other subcommittee will study the 
whole question of income tax deduc- 
tions for retirement programs with a 
view to the possible development of 
a comprehensive policy position.” 

Touching on group insurance, Mr. 
Adams said that “fa measure with ser- 
ious implications appeared in the 
Pennsylvania legislature,” the bill pro- 
viding that every company doing busi- 
ness in Pennsylvania must adhere to 
the 20/40 group limits in all con- 
tracts written anywhere as a condi- 
tion of doing business in Pennsylvania. 
However, the bill made no progress. 

Life insurance in force as of Oct. 1 
equals approximately $450 billion and 
for the first time, the aggregate assets 
for all companies will total more than 
$100 billion, according to Mr. Adams. 

“The life insurance record for 1957 
is clearly reflective of our present 
expansive national economy,” Mr. Ad- 
ams said, pointing out that new rec- 
ords are being set in new production, 
total insurance in force, aggregate as- 
sets and payments to policyholders. 
One of the most significant facts is 
that in spite of the advance in mass 
marketing methods, the most spec- 
tacular gains in 1957 will be in the 
field of ordinary life insurance. 

In spite of these attainments, Mr. 
Adams remarked that Americans are 
still seriously underinsured. The av- 
erage family protection at the end of 
1956 was only $7,600 or an amount 
equal to 17 months of disposable fam- 
ily income. Although life insurance 
coverage per family has more than 
doubled in the last decade, and dis- 
posable family income has increased 
by a little more than 50%, Mr. Adams 
called the inadequacy of present in- 
surance to family needs “still the great- 
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At the ALC meeting: Mr. and Mrs. Joseph Bryan and Mr. and Mrs. Lee 
Shield. Mr. Bryan is chairman of Pilot Life and senior vice-president of Jef- 
ferson Standard. Mr. Shield is ALC associate general counsel. 





est challenge to the institute of life 
insurance.” 

Mr. Adams said that the ALC now 
has 257 life insurance companies as 
members, located in 44 of the 48 states, 
the District of Columbia and three 
provinces of Canada. These companies 
have more than 98% of the life in- 
surance in force in the United States. 


Old Tax Problem 
Remains Unresolved 
Kastner Reports 


A rundown on federal and state 
legislative activity affecting life in- 
surance was given American Life 
Convention by Ralph H. Kastner, gen- 
eral counsel of the organization, who 
repeated that the problem of federal 
income taxation of life insurance com- 
panies remains unresolved. The pres- 
ent tax base will revert to the 1942 
law, which would increase the tax 
rate by roughly 50%—unless the ex- 
isting stop-gap law is extended before 
the filing date next year. 

Mr. Kastner cited “current rumors” 
that the Treasury department will 
suggest a new permanent tax plan 
early next year, based on the general 
corporate income tax theory, and 
where a 52% tax rate prevails. 

Turning to social security, Mr. Kast- 
ner said that nearly 300 bills had ap- 
peared before Congress, and will con- 
tinue before the second session. Main- 
ly, they would extend coverage, lower 
the retirement age, increase the an- 
nual base and expand the qualifica- 
tions for disability payments. 

One such bill is significant in that 





it seems to reflect liberal Republican 
views. Among other things, this bil] 
would increase the social security 
base from $4,200 to $4,800 and raise 
maximum monthly benefits from $200 
to almost $300. 

In the area of indtvidual retirement 
legislation, Mr. Kastner said that 
pressure continues for enactment of 
the Jenkins-Keogh legislation, but it 
did not succeed in 1957. The sponsors 


have announced this as “must” legis- ° 


lation for 1958 and strenuous efforts 
will be made for its enactment. The 
administration, particularly, has op- 
posed this legislation because of the 
substantial tax loss that would be in- 
volved. 

Several measures that would have 
the effect of including “outside sales- 
men” under the wage and hour law 
were introduced. Life insurance com- 
pany opposition to classifying agents 
as “outside salesmen” was voiced, Mr. 
Kastner said. 

Deliberations of the ways and means 
committee of the House covered pos- 
sible adoption of a provision denying 
tax deduction for interest payments 
on amounts borrowed to pay life in- 
surance premiums where there is evi- 
dence of systematic borrowing. This 
reportedly is intended to curb bank- 
loan plans. 

Still in the conversation stage are 
proposals to broaden the power of the 
Federal Trade Commission in the area 
of advertising. Mr. Kastner said that 
further steps may be taken in the di- 
rection of legislation if the Supreme 
Court upholds the accident and health 
insurance companies where the FTC 
is currently seeking certiorari. 





Mr. and Mrs. 
Robert E. Murphy, 
snapped at the an- 


nual meeting of 
ALC in Chicago. 
Mr. Murphy is 


president of Cali- 
fornia - Western 
States Life. It was 
Mrs. Murphy’s first 
ALC meeting. 
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Life Industry's Bid For The College 
Grad Is Inadequate, Peirce Tells ALC 


Raising the question, “Are we some- 
how failing in the marketing of our 
product?” Frederic M. Peirce, manag- 
jing director of LIAMA, suggested that 
the life insurance business find some 
way to turn concern-for-family-secu- 
rity into the basis of “keeping up with 
the Jones’.” 

“Why do people more frequently 
perceive a raise in pay as a key to 
that new super-duper autcmobile than 
as a chance to provide increased secu- 
rity for their families and them- 
selves?” he asked in a talk before 
American Life Convention. 

An answer must be found to ques- 
tions like these if the life insurance 
business is to keep pace with the pub- 
lic and economy in distributing its 
product, Mr. Peirce declared. 

At the same time the sale of the 





Lloyd Debunks 
Theory That Inflation 
Can’t Be Stopped 


(CONTINUED FROM PAGE 27) 

the usual spendthrift tendencies of a 
certain type of politician, there is 
every indication that the people who 
pay the bills are going to demand fur- 
ther reduction in spending—a real be- 
ginning at retiring the public debt 
and at reducing income taxes.” 

Mr. Lloyd said that the life insur- 
ance business itself faces a_ serious 
manpower shortage in the future— 
not a remote future, but of a future for 
which the business must plan. 

“This problem is serious because 
it is a competitive matter wherein 
life insurance companies are at a dis- 
advantage with purely commercial and 
industrial companies in the constant 
auction for the service of the best 
young men as year after year they 
achieve maturity and move into busi- 
ness,” he said. 

On the present salary basis life in- 
surance companies can meet the ask- 
ing price, he declared. While the life 
companies can meet competition on 
the basis of fringe benefits, they are 
at a disadvantage in stock options and 
deferred compensation plans. 


“T am sure that you agree with me 
that it will be tragic if, as a business, 
we become so hedged about with ar- 
chaic statutes and impractical regu- 
lations that we cannot employ our 
share of the best among the incom- 
ing generation of young men and wom- 
en from which tomorrow’s corporate 
officers will emerge.” 

Mr. Llovd told the meeting that he 
does not advorate the removal of all 
legislative restrictions, or that life in- 
surance companies be permitted un- 
bridled sanction for fantastic salarics 
or unrealistic compensation schemes. 
Rath >2r. he suggested that the life busi- 
Ness seek practical methods for solv- 
ing is common problem in this area. 

“O.1r goal should be to make careers 
in life insurance companies attractive 
and keep them so,” he said. “The 
price we must pay for the kind of 
brains we need should be carefully 
comptited and the way found to do it.” 





Ind. 11.0. Underwriters Hear 
Pharniaceutical Research Director 

Dr. K. G. Kohlstaedt, director of the 
clinical research division, Eli Lilly & 
Co., spoke on medical research at the 
Octowzr meeting of Indiana Home Off- 
Ice Underwriters Assn. in Indianapolis 
this week. 


life insurance business, as well as of 
its product, is vital, he added. 

“It seems most unlikely that this 
problem can be met entirely by the 
life insurance business unless much 
more effective attempts are made to 
convince people and particularly those 
people with greatest potential for the 
future—college graduates—that a life 
insurance company is a good place to 
work, providing rewards both for the 
pocketbook and the spirit,” Mr. Peirce 
said. 


“Those of you who have interested 
yourselves in the problem which now 
confronts us in the recruiting of young 
material for your actuarial depart- 





ments, your underwriting depart- At the American Service Bureau party during the ALC meeting at Chicago: 


ments, legal departments and all the John J. Magovern Jr., vice-president and general counsel of Mutual Benefit 
rest—but specifically your agency yife: Francis V. Keesling Jr., 1st vice-president and general counsel of West 


force—are probably only too well gast Life, and Benjamin N. Woodson, president of American General Life. 


aware that other industries and other 
businesses are already far in front of 
us in interesting the college man.” 

Mr. Peirce said that at the moment 
the evidence shows that the life in- 
surance business has not adequately 
made its sale at the college level. Each 
year an increasing percentage of the 
country’s manpower consists of college 
graduates. A beginning attack on this 
problem has been made at an institu- 
tional level by representatives of 
such trade organizations as LIAMA, 
LOMA, Institute of Life Insurance, 
and GAMC, with Society of Actuaries 
as interested observers, who have 
tested the opinions of college place- 
ment officers about life insurance. A 
pilot conference between eastern life 
insurance companies and_ college 
placement officers soon to take place 
will lead to better understanding of 








each other’s needs, and set the pai- At the ALC meeting: Mr. and Mrs. Howard Holderness and, at right, Mrs. 


terns for similar conferences in other B. N. Woodson. Mr. Holderness is president of Jefferson Standard Life, and 
parts of the country. Mrs. Woodson is the wife of American General Life’s president. 
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WHAT THE AGENT HAS TO KNOW 





Schwemm Thinks Knowledge Of Tax Law Just . 


As Important To Sales As Insurance Acumen 


Earl M. Schwemm, manager of 
Great-West Life at Chicago and one of 
the nation’s top life agents, told the 
ALC agency section this week that 
future sales of life insurance will de- 
pend not so much on a salesman’s ca- 
pacity for knowledge about life insur- 
ance as it will on his capacity to in- 
terpret and anticipate outside influ- 
ences, and then use these influences 
as a basis for sales. 

Mr. Schwemm listed these outside 
intlnenves as tax laws and regulations, 
court decisions, marital deductions, so- 
cial security, high taxes, social and 
economic conditions and trends, and 
population statistics. 

He declared that awareness and 
knowledge of these outside influences 
constitute the “real pay off” in influ- 
encing life sales. 

Others who addressed the agency 
section during the ALC annual meet- 
ing in Chicago were Grant H. Hill, 
vice-president and director of agen- 
cies of Northwestern Mutual Life; 
Harold J. Cummings, president of Min- 
nesota Mutual Life; Lambert M. Hup- 
peler, vice-president of New England 
Life, and Ralph G. Engelsman, New 
York sales consultant. 

Mr. Schwemm said one of the facets 
of his sales philosophy goes like this: 
“It is not the life insurance that costs 


money, but it is the things the indi- 
vidual wants that costs money.” Life 
insurance just provides the money for 
the things that do have a cost. Living 
—not life insurance—is costly, he said. 

“When we talk about life and the 
cost of living with an individual, we 
try to make him realize the amount 
of ‘unfinished business’ that he has, 
and we show him that life insurance 
is the only way to guarantee that his 
‘unfinished business’ will be taken care 
of in the event of death. 

“We have to sell life insurance be- 
cause it must be purchased before it 
is needed, since life insurance isn’t for 
the unexpected, but for the inevitable. 
We sell time, to help the buyer com- 
plete his ‘unfinished business.’”’ 

Mr. Schwemm said that if an in- 
dividual says “no” to a life insurance 
agent he has not said “no” to the 
problem, because that still exists. 

“All that the prospect has done in 
his relationship with the salesman is 
to say ‘no’ to the salesman’s solution 
to his problem,” Mr. Schwemm said. 
“In saying ‘no’ to the salesman, he 
has said ‘yes’ to some other day of 
having the problem solved in the event 
of his death. One can live without 
life insurance and one can die with- 
out life insurance—but one would cer- 
tainly be foolish if he did either.” 
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Redeker Warns Of 
Traps In Proceeds 
Distribution Plans 


Harry S. Redeker, general counsel of 
Fidelity Mutual Life, discussed “Prob- 
lems in Designating Beneficiaries and 
in Using Settlement Options” before 
the Legal Section of the American 
Life Convention at its meeting in Chi- 
cago. He described a number of pit- 
falls that are encountered when the 
beneficiary is named in a life insur- 
ance policy or when the insurance is 
paid either in cash or under one of 
the interest or instalment arrange- 
ments. He said that these pitfalls cause 
problems that range all the way from 
litigation to long delays in the pay- 
ment of claims. Mr. Redeker’s infor- 
mation is based on more than 20 years 
of experience with his company and 
frem research he undertook as co- 
author of the first comprehensive text- 
book on this subject, Life Insurance 
Settlement Options, published by Little, 
Brown & Co. earlier this year. 


An insured risks disinheriting his 
children, according to Mr. Redeker, 
when he names as beneficiaries “chil- 
dren born of the marriage of the in- 
sured and his said wife.” Such desig- 
nations will not include children born 
of an earlier marriage or of a later 
marriage. Adopted children will also 
be excluded, as will all children born 
to his wife by a former marriage. A 
more inclusive designation is “children 
of the insured.” Any children by a 
former marriage of the insured’s wife 
must be designated by name if they 
are to share as beneficiaries. 

Mr. Redeker pointed out the unnec- 
essary shrinkage of policy values that 
contingent benficiaries may suffer 
from commencement of the life income 
option for the widow at too young an 
age, and the particularly great shrink- 
age that may occur in any event if the 
10-year certain period is chosen under 
this plan. The total dollar income that 
could be payable to a young widow 
from her deceased husband’s policies 
under the life income option can be 
approximated by combining three pol- 
icy options and deferring actual com- 
mencement of the life income option 
for, say, 20 years. 

In this way more principal is pre- 
served intact for a much longer time, 
and danger of shrinkage of guaranteed 
values for contingent beneficiaries is 


materially lessened. Mr. Redeker ex- 
plained the great care that must be 
exercised in choosing the life income 
option. He told how contingent bene- 
ficiaries might suffer an unnecessary 
shrinkage of as much as $5,700 under 
a $10,000 policy if a widow died soon 
after her insured husband, because 
the wrong life income arrangement was 
set up for her. The problem is easily 
solved by correct advice, which, ac- 
cording to Mr. Redeker is a responsi- 
bility shared by the agent who advises 
the client, and those in the home of- 
fice, including the legal counsel, who 
alert both the agent and the insured 
to these problems and offer sensible 
solutions of them. 
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Mortality Table Sole Item Of Disagreement 


(CONTINUED FROM PAGE 27) 





Ser 
or by making changes in the assess- 
ment of expenses from the present 
patterns ... The deficiency reserve 
problem and the desire to present a 
solution for the 1957 legislative sessions 
may well have prevented a_ broad- 
er look at the many ramifications such 
as (1) the possibility of a mandatory 
adoption of the new table, (2) the po- 
sition of participating companies, and 
(3) the nonforfeiture problems, par- 
ticularly those at the very young ages. 
Maybe the answer is to back up a bit 
and examine these questions more ful- 
ly and, utilizing to the fullest extent 
the great amount of excellent work 
that has been done, emerge with a 
modern mortality table which would 
better meet the problems of all com- 
panies. 

Henry F. Rood, vice-president and 
actuary of Lincoln National Life: May 
I summarize my remarks as follows: 
A committee of Society of Actuaries 
has endorsed table X-17 as safe for 
valuation and they have not been 
challenged. Table X-17 will not be used 
in computing non-participating rates 
so there is no point in discussing the 
question of its safety for that purpose. 
The use of 130% of table X-17 for ex- 
tended insurance appears to be rea- 
sonable, although the margins for ex- 
penses are small, especially at the 
younger ages. 

e e ‘ e 

Harry J. Stewart, president of West 
Coast Life: Revision of the CSO table 
for the purpose of bringing mortality 
up to date is one thing. Adoption of a 
“permissive” table to make deficiency 
reserves innocuous for competitive 
reasons is something else again. As de- 
ficiency reserves have long been held 
to be in the public interest, and their 
repeal as a practical matter virtually 
impossible, I cannot help but question 
whether it is in the best interest in 
our business to take this method of 
nullifying their purpose. . . . Although 
opposed to the new table, I recognize 
that some may want to find a middle 
ground in this matter. It occurs to me 
that the following may prove ap- 
propriate: (1) Permit any company to 
take gross premiums below 1941 CSO 
net without requiring deficiency re- 
serves, where applied to all policy 
plans and justified by its experience 
with supervisory authorities, and (2) 
if the X-17 table is adopted, require 
that when used by any company it 
shall apply to all policy plans. This 
would permit any justified relief from 
deficiency reserve requirements, and 
at the same time provide a reasonable 
deterrent to prevent competitive prac- 
tices that can lead to inadequate pre- 
miums and their resulting consequenc- 
es... .I am convinced that adoption 





Chairman James Daggett of Old Line 
Life of Milwaukee and Mrs. Daggett, 
at the ALC annual meeting. 





of X-17 without adequate limitations 
would not be in the public interest. 

W. W. Wilson Jr., president and ac- 
tuary of United American Life: We 
should not make the change if there is 
any reasonable doubt relative to its 
desirability. So far they [the advocates 
of change]have given only one reason 
why this change should be made—de- 
ficiency reserves. They don’t state it 
exactly this way but what they are 
suggesting is that we take away some 
of the undergirding of our great in- 
dustry by permitting companies to 
write business at lesser rates than that 
which under existing mortality tables 
is permissible without putting up an 
extra reserve. This lowering of re- 
serves strikes right at the heart of the 
stability of our industry. ... It is far 
better for the insuring public to pay a 
few cents too much for their insurance 
than to pay a few cents too little. 

-. Common sense and dollar eco- 
nomy are sometimes hard to swallow 
but the butterfly trail of the summer 
leads to a hard winter. 


The lead-off panelist was ALC ac- 
tuary Alfred N. Guertin who was 
chairman of the committee that con- 
structed the X-17 table. He outlined 
the background of the table but said 
that he had made every attempt to 
remain outside the controversial areas 
involved, saying that “the division of 
opinion within our membership re- 
quired this.” 

ALC President John A. Lloyd, who 
is president of Union Central Life, 
acted as moderator of this panel. 

The meeting got under way Mon- 
day with the legal section meeting in 
the afternoon. Tuesday morning the 
legal section and agency section met, 
and after the legal section luncheon 
the agency section held its final ses- 
sion. Proceedings of the two sections 
are reported elsewhere in this issue. 

The first general session opened 
Wednesday morning with ALC Presi- 
dent John A. Lloyd presiding. Mr. 
Lloyd who is president of Union Cen- 
tral, gave his presidential address, 
which is reported elsewhere. 

Pierre Berton, managing editor of 
Maclean’s Magazine, Toronto, gave a 
talk on “Canada’s Northland.” There 
followed the panel on the proposed 
X-17 mortality table. 


The combination companies section 
held its luncheon Wednesday. Speaker 
was Benjamin N. Woodson, president 
of American General Life, whose topic 
was, “As It Looks to an Ordinary Man.” 
Presiding was the section chairman, 
William P. Lynch, 2nd vice-president 
at Prudential’s Jacksonville regional 
home office. 

At the ALC executive session in the 
afternoon, President Lloyd called on 
committee chairmen and staff mem- 
bers for reports. There was a generai 
discussion of the proposed new mor- 
tality table, followed by election of 
officers. Later there was the traditional 
cocktail party given by the manage- 
ment of the Edgewater Beach hotel, 
where the meeting was held. 

Thursday morning there were talks 
by Commissioner Navarre of Michi- 
gan, president of National Assn. of 
Insurance Commissioners; J. C. Hig- 
don, president of Business Men’s As- 
surance, and Frederic W. Ecker, pres- 
ident of Metropolitan Life. 

In the afternoon there was an ad- 
dress by Charles F. Wood, manager 





Four vice-presidents at the ALC meeting in Chicago: Ronald Stagg of Lin- 
coln National; R. B. Swinford, New York Life; Willis Satterthwaite, Penn Mu- 
tual, and Allen Steere, Lincoln National. 


for the United Kingdom for Manu- 
facturers Life of Canada and president 
of the Institute of Actuaries of Lon- 
don. The concluding speaker was 
Cardinal Spellman of New York. 

The annual dinner dance was held 


Thursday evening and featured a con- 
cert by “The Kings Guards.” 

The financial section will meet Fri- 
day, with adjournment at 5 p.m., fol- 
lowed by the financial section chair- 
man’s reception. 
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All from American National: Vice-president and General Counsel C. G. 


Dibrell, and Mrs. Dibrell; Executive Vice-president W. L. Vogler, and Mrs. 
Vogler, and Mrs. K. I. Fosdick, whose husband is vice-president and treasurer. 
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a few month’s temporary term or eye, 
a few years of temporary term, _ 
necessary. 

There’s nothing wrong with thi 
close, especially when the agent fol. 
lows through on the conversion, In 
most cases the increased payment be. 
comes automatic and the insured ae. 
cepts the increased billing as berfectly 
natural. : 

There’s nothing wrong with this 
close, especially when the term Policy 


Likes Idea Of Option 


On Future Coverage 
Gilbert W. Gerhold, New England 
Life, Huntington, W. Va., has written 
taking issue with the criticism made 
by James L. Taylor of the editorial 
“An Option To Buy Future Coverage” 
that appeared in the Aug. 16 issue. 
The letter from Mr. Taylor, an agent 
of Connecticut Mutual Life at Oak- 
land, Cal., appeared in the Sept. 13 


issue ; : ee aaa : 
. ; contains waiver disability, with a gy 
Mr. Gerhold’s letter follows: snhes be the ie j : ar 
In the Sept. 13 NATIONAL UNDER- 7 the insurer that waiverae 


become a part of the permanent con- 
tract, if conversion is made before 
applying for waiver disability. In the 
event of disability, convert the policy 
then apply for waiver. = 

Should the policyholder die, as One 
of mine did recently within 18 month 
of the date of “taking the option on 
his good health,” you'll never take 
exception to the title of the editoria) 
or such a suggested method for ob. 
taining a “close.” 


WRITER you published Mr. James L. 
Taylor’s letter which was a bit critical 
of your recent editorial “An Option 
To Buy Future Coverage.” 

In my opinion your editorial was 
excellent. Many sales have been suc- 
cessfully closed by me after present- 
ing an illustration for permanent cov- 
erage or a complete program, when 
it was determined that the new insur- 
ance was needed and desired, but 
could not be placed in force because 
there was no credit balance in the 
bank account. 

Often I have said, “Let’s take an 
option on your present good health 
and guarantee future delivery of this 
family protection and savings plan. 
This option can be purchased now by 
you for a nominal amount which un- 
doubtedly you can pay from current 
savings. Write your check now for 
$20.40 instead of $84.90 and you will 
have two months (three months ac- 
tually with your grace period) in 
which to arrange for the first deposit 
of $84.90. In the meantime, no matter 
what happens to you, you will have 
established your objective of addi- 
tional $15,000 protection for your wife 
and children, the plan will be com- 
pleted and you will have two to three 
months to systematically set aside 
enough to pay the $84.90, the first 
quarterly premium on the permanent 
program including the savings portion. 
By that time you may even have the 
$330.30 annual premium ready. You 
might surprise yourself.” 


There’s nothing wrong with using 





United Of America 
Expands Into Wisconsin 


United of America has been author. 
ized to do business in Wisconsin, mak. 
ing the 41st state in which the expand. 
ing Chicago company is licensed. The 
company also operates in the District 
of Columbia and Hawaii. President J, 
R. Hogan said the company will, for 
the time being, limit its sales in Wis. 
consin to life and commercial A&s 
and will establish its weekly premium 
operation later in that state. United 
expects its premium income for A&s 
to reach the $25 million mark this year, 





Pru Opens Bakersfield Office 


More than 100 local business and 
civic leaders participated in the offi- 
cial opening ceremonies of the Bakers- 
field, Cal., agency of Prudential at 223 
Chester avenue. Clarence A. Moeller, 
who joined Prudential in 1944 at Sac- 
ramento, is the manager at Bakers- 
field. The new agency has 3,100 square 
feet of space in a new one-story build- 
ing. 


ALL AMERICAN | 
a Casualty Compans 













_ STABILITY 
_ INTEGRITY 
LEADERSHIP 


& : ak 


EVERYBODY’S TALKING about the 
PHENOMENAL GROWTH of ALL AMERICAN. 





(om a mom. WCme) 





Matchless policies . . . Matchless agency contracts 
and Aggressive Management have made it possible! 


OPPORTUNITIES for MANAGERS in 20 states. 
fr 


investigate Today! 





For Complete Information, Write: &. E. BALLARD, President 
General Offices: ALL AMERICAN BUILDING 
PARK RIDGE, ILLINOIS 
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Oppose Paying Claims In Communist Areas 


(CONTINUED FROM PAGE 1) 





to obtain the money is being brought 
in behalf of one of the relatives in 
Poland. 

Federal Judge Edelstein at New York 
granted a summary judgment for the 
plaintiff last March. Although the 
judge’s decision was announced, it has 
not been entered into the record be- 
cause Guardian seeks permission to 
pay the money into the court rather 
than to the relatives. 


John P. Walsh of the New York law 
firm of Watters & Donovan, which is 
working with Guardian on the case, 
said the company agreed that the 
plaintiff was entitled’ to the policy 
payments but wanted to make sure 
the rightful beneficiaries would re- 
ceive the money. Guardian relied on 
a New York law which permits pay- 
ment of certain funds into the court 
when there is some doubt that the 
money actually will reach the persons 
intended. Then it is up to the court 
to determine whether the people re- 
ally will receive the money. 

The attorney for the plaintiff is 
Paul L. Ross of New York, onetime 
secretary to former New York Mayor 
William O’Dwyer. Mr. Ross has moved 
to obtain letters rogatory which would 
be transmitted to Poland, where the 
relatives would be required to appear 
in court and declare their desire for 
the money. Guardian appealed the 
matter of the letters on grounds that 
it is illegal for Polish nationals to fail 
to declare and seek foreign funds due 
them. The appeal was denied on a 
technicality. To date, no hearing has 
been set in Judge Edelstein’s court 
for presentation of the letters. 

Mr. Reidy read into the record an 
affidavit of a former Polish jurist, 
now residing in the U. S., who said 
the courts in Poland are merely in- 
struments for carrying out government 
policy. 


The Polish beneficiaries originally 
asked Guardian to hold their money 
at interest, Mr. Reidy said. Later—after 
they were taken into Polish court— 
they notified the company that they 
wanted the money., Mr. Reidy and Rob- 
ert Morris, counsel to the subcom- 
mittee, agreed that this looked like 
coercion. 

The beneficiaries also have asked 
Guardian to pay the money to Pekao 
Trading Corp. of New York City, which 
would send them packages of food 
and clothing. Mr. Reidy said he be- 
lieved the money, if paid to Pekao, 
would be held for the Polish national 
bank instead. He described Pekao as 
an official branch of the bank. 

Mr. Morris said Mr. Ross, who did 
not attend the hearing, revealed that 
his law firm represents 53 commer- 
cial and mutual company cases and 
35 fraternal cases involving benefici- 
aries in various Communist-controlled 
countries. 

Sen. Johnston said it “would be well” 
for Mr. Ross to testify before the sub- 
committee. He indicated the lawyer 
will be called to appear in Washington. 
Mr. Morris said Dr. Bella Dodd tes- 
tified some time ago that Mr. Ross 
was a secret Communist party mem- 
ber when she was active in the or- 
ganization. 

If the U. S. will not send its money 
to the Iron Curtain countries, it in- 
dicates a public policy that should 
be followed generally, J. Edwin Dow- 
ling, associate general counsel of Met- 





ropolitan Life, told the subcommittee. 
Metropolitan feels an obligation to car- 
ry out the intention of the insurance 
contract. 

He said his company has 160 cases 
in which beneficiaries in the proscribed 
countries seek a total of $240,000. Mr. 
Ross and Charles Recht, another New 
York lawyer, have filed powers of 
attorney for their clients with Met- 
ropolitan, but no litigation has arisen. 

Equitable Society has the general 
impression that the beneficiaries do 
not want the money, according to 
Charles F. Andosek, 2nd vice-president 
in charge of claims. Equitable has 96 
claims totaling $194,000, with 35 cases 
for $77,000 coming from Poland. 

The elimination of Poland from the 
Treasury Department’s list does not 
necessarily mean that life insurance 
funds will reach these people, he said. 
The government may have its own 
ways of making sure that its money 
will reach the right persons. 

e s e 

Wendel J. Drobnyk, 2nd vice-presi- 
dent and associate comptroller of Pru- 
dential, said his company has at least 
86 cases for $142,000, with 22 claims 
for $29,000 in Poland. Prudential, which 
has followed the government’s policy 
for four years, under the rule change 
affecting Poland recently paid $125 
and $3,600 in two cases. At least three 
cases are represented by Mr. Ross 
and one by Mr. Recht. 

Prudential has come across cases 
where the beneficiaries do not want 
the money because they think they 
will not receive it, Mr. Drobnyk said. 
However, the change in the Treas- 
ury regulation is breaking down the 
barrier to claims. In the two cases 
settled, company lawyers were sat- 
isfied the beneficiaries would obtain 
the money. 

It was pointed out that many of the 
claims stem from group contracts writ- 
ten on large industrial firms. Several 
other large group insurers, although 
they were not represented at the hear- 
ing, also have similar cases. 

Mr. Reidy has been at the forefront 
in the fight to prevent U. S. life in- 
surance money from reaching the 
Communist-dominated countries. A 
number of companies have decided 
to pursue the same course as Guard- 
ian since Mr. Reidy spoke out on the 
situation several years ago. 


RECORDS 


GUARANTEE MUTUAL LIFE—The 
field force, which has registered a 
42% increase in life sales over 1956, 
is being lead by the Earl J. Knutson 
agency of Portland, Ore. The field 
force, including the Knutson agency, 
has sold over $58 million of life in- 
surance for the first eight months of 
1957. G. W. Mackey of the Rotthaus 
agency, Greeley, Colo., was the leading 
producer with sales totaling $883,- 
469. A&S sales are up 23% over the 
same period last year. Leading in 
A&S Sales is the Elmer D. Stemsrud 
agency of Minneapolis. 


GENERAL AMERICAN’  LIFE— 
Paid business in August was $11,484,- 








872, a 10% increase over the same 
month last year when _ production 
amounted to $10,399,724. Ordinary 


business for the first eight months of 
1957 also showed a 10% increase over 
last year, totaling $81,076,724 com- 


pared with $73,633,673 for the same 
period in 1956. General American’s 
masterplan policy accounted for 15% 
of the August sales volume. A&S sales 
for August were $28,687, and $215,715 
for the first eight months. A total of 
31% of this year’s A&S sales were 
business and professional men’s in- 
come protector production. New group 
life for August was $9,579,912, a 10% 
increase over August, 1956. The 
eanes agency of General American 
Life at Chicago led the company’s top 
10 agencies in volume for August. 
Other leading agencies were the Ka- 
maaina, Honolulu; Van Horn, Cleve- 
land; Sale, St. Louis; Rosenthal, St. 
Louis; Roberts, St. Louis; Strauss, Des 
Moines; Schuster, El Paso, Levine, 
Los Angeles, and Gilles, Columbus. 


UNITED STATES LIFE—Domestic 
group life sales in the first eight 
months were up 80%. Fred O. Becher 
Jr., group vice-president, attributed 
much of the gain to the 20/40 model 
group life plan introduced in March. 
It provides a _  $20,000/$40,000 life 
schedule for companies with as few as 
10 employes. 


KANSAS CITY LIFE—Written 
business for September was $11,624,- 
858, compared to $9,109,256 for the 
same month of last year, and com- 
pared to $11,020,564 for the previous 
high September of 1955. The figure 
was particularly gratifying in view of 
the fact that August business totaled 
$46,333,467—the biggest month since 
the company was established in 1895, 





Wins $1,500 Met Life Award 


Metropolitan Life has awarded 
$1,500 to Merlin Quo of the publication 
division for a suggestion related to 
printing. The suggestion, resulting in 
the largest award so far this year, will 
save the company several thousand 
dollars annually on printing costs. Sec- 
retary William J. Barrett presented the 
cneck to Mr. Quo. 


N. E. Life Agencies 
And Field Staffs Grow 
Rapidly In 18 Months 


Twenty-six of New England Life’s 
90 general agencies in. the U. S. and 
Hawaii have moved to larger quarters, 
13 others have expanded their existing 
space and seven new agencies have 
been opened since the first of 1956. 
Forty district agencies and branch of- 
fices have been established during the 
same period. 

The number of fulltime agents has 
climbed from 1,340 to 1,600. Individual 
insurance sales totaled $688 million 
in 1956 and are expected to reach a 
record $750 million this year. Indi- 
vidual insurance in force has risen 
from $4,236,000,000 to $4,985,000,000 in 
in the 18-month period. Total in force, 
including group, has grown from $4,- 
387,000,000 to $5,324,000,000. Assets 
have increased from $1,691,000,000 to 
$1,842,000,000. 

e ° a 

New England Life is not trying to 
grow larger just for the sake of size, 
according to Vice-president Lambert 
M. Huppeler. Although the primary 
emphasis has always been on quality, 
the business continues to grow at such 
a substantial rate that more room must 
be provided for the general agencies. 
This will enable them to take care of 
the increasing amount of clerical work 
and give better service to the growing 
number of policyholders. 

Total office space in the field has 
grown from 200,726 to 245,100 square 
feet in the 18 months. 





First Pyramid Life of Arkansas at- 
tained $100 million life insurance in 
force mark during September. The 
company is now licensed in 13 states 
and Hawaii. 


Mr. President ! ! ! 


Your Company Will 





Earn More Money 


If You Let Foundation Handle Details . . . 


Foundation is a new kind of organization with a new 


concept of service for the 


life insurance industry. 


@ Insurance company clients of Foundation Life Insurance Service 
Co. are well above the average in growth and earnings when com- 
pared with the rest of the life insurance industry. And there’s a good 


reason why. 


The executive personnel of these client companies are free to 
concentrate on sales, sales and more sales. Foundation takes care of 
all the home office detail work, and does it less expensively. 


For instance, Foundation will process your applications, issue your 
policies, mail your premium notices, audit and pay your bills, and do 
your premium and general accounting. 


We'll relieve you of the burden of these home office chores and 
save you money on administration expense. More important, you and 
your executive personnel will be able to devote all your efforts to 


building sales. 


Box 321, Northside Station 


Write today and let us show you what we can do for your company. 


Foundation Life Insurance 
Service Company 


Atlanta 5, Georgia 
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Former Texas Commissioners Indicted 


(CONTINUED FROM PAGE 1) 





America when things got hot and leg- 
islative inquiries were undertaken by 
both the Texas house and senate and 
several county grand juries. The news- 
papers were full of the event which 
had ramifications into the veterans 
land office and elsewhere. 


The Cage promotion had its exten- 
sions into Kentucky, for example, 
where some revenue bonds of the city 
of West Buechel were involved, being 
sold to Mr. Cage on the easy payment 
plan and later finding their way into 
the asset column of one or two other 
companies. As ICT neared its demise, 
it curtailed operations in all states but 
Texas. At one time it had as an oper- 
ating theory the setting up of agencies 
to which union members would be 
steered, it apparently being thought 
that union members were more or iess 
captive customers for such a company 
as ICT. At least one of these agencies 
was established, at Little Rock, but 
the plans for setting them up in other 
southern cities never materialized. 

BenJack Cage sold the idea of a 
union insurance company to officers 
of the Texas Federation of Labor and 
they put him in the capacity of man- 
ager of the enterprise. After things 
began to deteriorate, Mr. Cage was 
asked to leave and his cousin, James 
G. Cage, was called in to do a salvage 
job. However, things had gone too far 
and the insurance department had to 
take over. James G. Cage had no pre- 
vious connection with ICT and is now 
the executive vice-presiden: of Tex- 
tile of High Point, N. C. 


J. Byron Saunders and Garland 
Smith were both chairmen of the Tex- 
as board of insurance commissioners. 
Mr. Smith resigned as chairman in 
January, 1956, giving ill health as the 
reason. He was at the time under con- 
siderable pressure, the state being in 
a turmoil over insurance conditions 
surrounding the collapse of U. S. Trust 


& Guaranty, promoted by A. B. Shoe- 
make, who had a combined savings and 
loan-insurance empire under his wing 
but ran into a snag and shot himself 
in the head and is now considered per- 
manently mentally incompetent. 

Mr. Saunders was chairman of the 
commission during a reform wave and 
was elected chairman of the execu- 
tive committee of National Assn. of 
Insurance Commissioners in what was 
regarded in some quarters as a vote 
of confidence for the Texas depart- 
ment. Mr. Saunders resigned after a 
few months in the NAIC office to 
become vice-president and_ general 
counsel of Republic National Life. 

Two successive Texas legislatures 
have enacted laws designed to put an 
end to the promotional, speculative 
type of insurance company and to see 
to the solvency and respectable man- 
agement of others. Observers have 
said that present Texas laws are now 
strengthened to equal those to be found 
anywhere, and the only job remain- 
ing is to weed out the few companies 
still in existence which are of doubt- 
ful character. 


Events in Texas in the past few 
years have been distressing to the in- 
surance business as a whole and to 
the reliable domestic companies in 
particular. The scandals have received 
national publicity, and even persons 
relatively unacquainted with insurance 
have seen enough in newspapers and 
magazines to feel that a critical remark 
about Texas insurance is in order. The 
effect of the new regulatory laws has 
not yet been fully felt, ICT being a 
case in point. This company failed af- 
ter the new laws were enacted, pos- 
sibly partly because of the more care- 
ful scrutiny the department put it 
under. No new laws, however, would 
have had any effect in abating the 
publicity and sensationalism surround- 
ing the crash of such a large and di- 
versified promotion as ICT. 





a 
NW Nat'l Introduces 
Quantity Savings Plans 

Northwestern National has brought 
out four new policies, the premium for 
which consists of the basic rate times 
the number of thousands plus a quan- 
tity savings factor of $9.00 per policy. 
Plans are: child’s primary protector 
(term to age 25) issued on both par- 
ticipating and non-participating basis; 
participating equity builder (life paid- 
up at age 95), issued from ages 0 to 69 
in minimum amounts of $25,000 and 
having unusually high early cash val- 
ues, making it highly advantageous in 
split-dollar, bank loan, key-man and 
other business insurance situations as 
well as for coverage of personal needs. 

Another plan introduced is non- 
participating whole life, issued from 
ages 0 to 69 in minimum amounts of 
$2,500. This policy replaces the whole 
life non-par and whole life “20” non- 
par previously issued. The new plan 
provides lower premiums than both 
its predecessors at most ages and in 
most policy sizes. Cash values are 
higher at most ages than in the whole 
life “20”. 

All single premium deferred and 
single premium annuities have been 
revised. Rates are now given without 
premium tax. In states where premi- 
um taxes are levied, the amount of the 
tax must be added to the rates from 
the tables. 
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Revise Manhattan 
Group Underwriting 


Manhattan Life has revised its un- 
derwriting of 10-24 groups where state 
laws permit to provide a maximum 
amount of basic life insurance for 
$1,000 times the number of lives to be 
insured, not exceeding twice the aver- 
age amount of insurance provided by 
the plan. 

The maximum amount of basic in- 
surance for groups of 25 or more is now 
$1,000 times the number of lives to be 
insured, but not to exceed 8% of the 
total volume of basic insurance or 
$30,000, whichever is the smaller 
amount. 


Where state law permits, in addition 
to the basic amounts of group life, sup- 
plemental insurance is available up toa 
maximum of $100,000 of basic and sup- 
plemental. The supplemental coverage 
is subject to evidence of insurability 
and is written standard or substandard. 

The supplemental insurance on any 
one life may not exceed 25% of the 
total volume of basic insurance in the 
whole group or $40,000 of basic and 
supplemental insurance on the individ- 
ual, whichever is the larger amount. 

Basic amounts are available only to 
active full time employes or to all of 
any class or classes determined by con- 
ditions pertaining to employment. 


ne F 


Beach, Va. Among the speakers were 








Loyal Protective Life held its convention for leading producers at Virgini, 


(front row, left to right) Ralph Ryan, 


Stockton, Cal.; Luther A. Fisher, general agent at Reading, Pa.; Mrs. Melvill 
J. Ellis of Point Pleasant, N. J., wife of a leading agent; Charles A. Lutle, as. 
sistant secretary in the claim department; (back row, left to right) Stuart 4, 
Shotwell, 2nd vice-president and associate actuary; Walter E. Collins, vice. 
president and secretary; Edward L. Doyle Jr. and Roland J. Splittgerber, sy. 


perintendents of agencies. 





Ecker Urges All-Out Fight On Inflation 
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whether it is right and good for the 
country or not, the indications are that 
it will continue, so I shall plan accord- 
ingly.” 

Examining these four points how- 
ever, Mr. Ecker dealt with them 
thus: 

“1. Because prices have been in- 
creasing since the war, that pattern 
will be continued. That does not im- 
press any of us too much because we 
know that conditions have a way of 
changing. As soon as people start to 
say, ‘We are in a new era--a one-way 
street,’ I think most of us who lived 
through the previous ‘new era’ start 
to cringe. 

“2. If we want full employment we 
have to take creeping inflation along 
with it. Well, we may all want full 
employment, provided it does not bring 
collapse. But are we so certain that we 
have found the methods to accomplish 
it? I could name some _ industries 
right now in this country which do 
not have full employment, although 
they would like to have it. The reason 
is, of course, that most of the pent-up 
war demand is now satisfied and there 
are not enough buyers at present to 
take all that can be produced at these 
prices. Economic forces are _ still 
stronger than legislative edict. 

“3. If business turns down, govern- 
ment can quickly reverse the trend. 
I just wonder if government is now 
smart enough to turn jobs on and off 
at will—like turning a_ spigot of 
water. I grant you they could turn on 
a rise in prices through inflationary 
actions that would scare the country 
to death but I do not, for one minute, 
think that any administration would 
want to do that. The great question 
is: Could they do something so smooth- 
ly that it would pick up jobs without 
hurling the country into a rapid in- 
flationary spiral? 

“4. Trade unions are so strong that 
they will unquestionably continue to 
demand constant increases in pay, 
irrespective of increases in productiv- 
ity. There is no question as to the 
strength of the trade unions but I do 
feel that those who compose them are 
just as loyal citizens as anyone else in 
the community and they, too, are quite 
able to understand what is in their 
interest and in the interest of the coun- 
try in the long run. For example, every- 
one will agee with the simple thesis 
that the price of a product has a bear- 


ing on the breadth of its market. If, 
because of price resistance, sales were 
not expanding, it might well be in the 
interest of union membership not to 
increase wages but rather to expand 
employment. ‘Theoretical’ some _ wil] 
say, butI have known of. stranger 
things to happen. 

“All of this is to say that there do 
seem to be reasonable doubts that all 
economic theories of the past are out- 
moded and that, after all, the principal 
factor is man himself, and the psychol- 
ogy of the people. I wonder if at times 
we might not all be better off if we 
were not quite so logical—if we made 
up our minds as to what we desired in 
our hearts and then went forward to 
accomplish it. ‘Idealistic,’ you may say 
—well, what is wrong with that? Let us 
not be afraid of being idealistic in our 
outlook. If enough of us think these 
things are worth-while, we can bring 
them about.” ; 

Mr. Ecker devoted the latter part of 
his talk to a forceful and earnest plea 
to the insurance industry to take an 
active part in President Eisenhower's 
“people-to-people” program. He noted 
what has been done in the in- 
surance business and urged that fur- 
ther efforts be made. 
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By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Oct. 8, 1957 
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Aetna Life 195 198 
Beneficial Standard  ......e 16% 1654 
Business Men’s Assurance .... 6612 6844 
Cal.-Western States ........... 8412 8644 
Columbian National ..... 76 78 
Commonwealth Life ..... 21% 22% 
Connecticut General ..... 267 270 
Continental Assurance . 105 108 
Franklin Life... 6542 66% 
Great Southern Life .........0...ccc8 75 Bid 
Gulf Life 24% 25% 
Jefferson Standard 20.0... cscs 83 842 
Kansas City Life ... 1170 1195 
Life & Casualty wcccseccssessseee 19% 20% 
Life Insurance Investors 14.77 16.15 
Life of Virginia ............. 106 107% 
Lincoln National ... 198 201 
National L. & A. ....... 100% 101% 
North American, Ill. . 19% 20% 
N. W. National. ......... 82 85 
Ohio State Life ..... 280 300 
Old Line Life ............... 50 54 
Republic Natl. Life... 3712 38% 
Southland Life ............00 80 85 
Southwestern Life ........ccccsceee 101 106 
Travelers 78% 79 
United, Il. 21% 21% 
U. S. Life 29% 30 
West Coast Life crccccccccsssssseeessssssenee 44 45% 
Wisconsin National... 66 70 
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fast growth for brokerage management! 


The modern general insurance man represents what is un- 
questionably one of the fastest growing and most productive 
distribution outlets in the life insurance business. 


The all-line aspects of his operation, however, leave little 
time for the general insurance man to acquire the broad and 
complex knowledge required of the professional life under- 
writer. Yet, to hold all his clients and meet all their needs, 
the general insurance man must have technical competence 
and knowledge, if not in his own experience, at least at his 
fingertips. 


Our aim is to provide this professional competence through 
brokerage specialists trained and equipped with modern 


tools and techniques developed from successful field experi- 
ence. For this reason, I feel that for men interested in and 
qualified for growth in brokerage sales management, today 
Berkshire presents the greatest potential 

for personal growth in the industry! 
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PITTSFIELD, MASS. * AMUTUAL COMPANY * 1851 

















DOORWAY TO SECURITY 





The Doorway to Security 
is a way of life 
to all career minded 


Western and Southern members 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 





A Mutual Company Cincinnati, Ohio 





